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INTRODUCING... the new BEAVER MODEL-B! 
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Diehead and Dies to 5 
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Great Oaks From Little Acorns Grow! 











The BEAVER Model-C a handy, port- 
able power unit which converts hand 
Pipe tools into electric tools. Resale 
Price (Bench Model) 


$127.50 





1100 DANA AVENUE 


Last February we introduced the little Beaver Model-C Power Unit to 
operate hand pipe tools ('% to 8-inch) electrically. It has given a good 
account of itself and, therefore, has become popular with piping 
contractors. 


Many Model-C users have asked us why we did not now go a step 
farther and build a complete pipe machine along the lines of the 
Model-C—which would eliminate the hand tools and combine cutting, 
threading and reaming tools on a carriage, operated by rack-and-pinion 
feed. It was a sound idea so we went to work on it and the Model-B, 
shown above, is the result. 


Light in weight (250 lbs.)—suitable for use on a bench or with pipe legs 
to form a stand—the Model-B will cut, thread and ream '% to 2-inch 
pipe—and, with geared tools and drive shaft, will cut and thread 2'/2 
to 8-inch. Threads bolts from 4 to 12-inch. Beaver patented sliding, 
ball-bearing cutoff devices (wheel or knife), quick-opening fully-adjust- 
able diehead (either universal or self-contained) and swinging '% to 
2-inch cone-type reamer. Automatic oil pump if desired. 


Patents issued, allowed or pending covering both mechanical construc- 
tion and design of the new Beaver Model-B. 


Write for Beaver Sales Literature! 


BEAVER PIPE IQDLS 


39 Years of Highest Quality WARREN, OHIO 
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KEEPING PACE WITH 
INDUSTRY — ABRASIVELY 


Keeping pace with industry—abrasively—has 
meant to us the constant development of new 
and better abrasive products. Has meant work- 
ing closely. and diligently with the growing 
processing and finishing problems of our cus- 
tomers—and helping to lick those problems. 






















So with pride and confidence we offer you, 
Mr. Supply Dealer, a complete line of tested 
and proven abrasive products for every line of 
industry you serve. Over forty years of success- 
ful experience is our guarantee of high quality 
and dependable service. 


Your customers will thank you for recom- 
mending and supplying Armour 
Abrasive Products. Write for prices, 
terms and details of our dealer 
franchise plan. 


ARMOUR SAND PAPER WORKS 


By ; yf ARM( YUR & + COMI 
GENERAL OFFICES: CHICAGO 
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LINK-BELT 
BABBITTED 
BEARINGS— 


More COMPACT 


with better proportions for mounting on 
| present day supporting structures... 


Included in the Link-Belt Power Transmission line are Babbitted 
Bearings—this offers to mill supply men a wide variety of all types of 
solid and split bearings, grease lubricated and self-oiling, for light or 
heavy service with popular types and sizes available from stock. 

These Babbitted Bearings are established through many years of 
service in a wide variety of industries—their economy, simplicity, and 
dependability are known by users throughout industry. 

Sell these Link-Belt Babbitted Bearings because they give the user 
exactly what he wants and they give you a 
good profit opportunity. 


é 
: The way to realize good money making results in sell- 
LI N K- B E LT ; ing power transmission equipment is to get behind Link- 
pour 3 Belt units. Check the list in the panel at right—see how 


er ; Link-Belt gives you a complete line—all modern units 
transimssion i 


OFDM cpinent 
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that help you do a real sales job. Book 1600 tells the 
story. 
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Today's Modern 
POWER TRANSMISSION EQUIPMENT 
FOR MORE Profitable SALES... . 





LINK-BELT 


POWER TRANSMISSION 


EQUIPMENT 








OTHER LINK-BELT 
Power Transmission 
Equipment to Help 
You Build Your 

a 


Self-aligning Anti-Friction Ball and 
Roller Bearing Units 


Unmounted Bearings for various 
industrial applications 


Welded Steel Base Plates 
Take-ups 


Friction and Jaw Clutches, includ- 
ing the famous Twin Disc line 


Cast and Cut Tooth Sprockets and 
Gears 


Steel Split and Cast Iron Pulleys 
Safety Collars 

Couplings, both Flexible and Rigid 
Drop Hangers and Hanger Bearings 
Grease Fittings 

Shafting 


as well as a full line of positive 
drives — Silent and Roller Chain 
Drives, Speed Reducers, and Vari- 
able Speed Transmissions. 





LINK-BELT COMPANY 


Chicago ® Indianapolis © Philadelphia © Atlanta © San Francisco ® Toronto 
Offices in principal cities 


THE POWER TRANSMISSION LINE 
THAT INCLUDES POSITIVE DRIVES AND 
INCREASES SALES OPPORTUNITIES 


















New Price! 
New Profits! 
New Prospects! 


Now you can sell the finest light- 
duty half-inch capacity electric drill 
ever made . . . at no more than the 
cost of ordinary low-price drills. The 
new Thor %” Drill Champion is 
small and compact. It is light and 
perfectly balanced. It is rugged and 
sturdy. The motor . . . the most 
efficient ever put in a tool in this 
price class . . . has generous over- 





Ainounitne the Creat New 
SUL 


Un 


HALF-INCH ELECTRIC DRILL 





your sales and profits . . . is typical 
of the quality that is built into all 
Thor tools. With Thor you’ye got a 
complete line to reach all prospects 
with a tool for every job. You have 
products from one reputable source, 
carrying one famous name and one 
steadfast responsibility. You have 
Thor’s sales and engineering skill at 
your elbow. That’s why, in the last 


load capacity. The Drill Champion brings your customers five years alone, practically every Thor distributor has 
a tool for general maintenance, installation or light pro- shown a substantial increase in electric tool sales. More 
duction drilling that will give them Performance plus and more distributors are joining up with Thor. They are 


Economy. 


cashing in on the growing demand .. . and you can too! 


This new Thor %” Drill Champion .. . priced to step up Write today for all the facts. 


Line up with the new Thor Drill Champion and March to New Profits! 








“LEND ME YOUR EARS! 


I'm here to talk 
New Profits tor 


Thor Distributors” 














“NOW, MORE THAN EVER... Thor offers more 

.. in portable electric tools. With this new, low- 
priced Thor 4%” Drill Champion added to the 
complete Thor industrial line, Thor distributors 
have a tool for every job, for every prospect, for 
every purse.” 


PRICED TO SELL— and sell fast, the new, low-priced 
Thor 4%” Drill Champion will give you turnover and 
profit. And, with Thor, you don’t sell price alone. You 
sell a name that’s known and accepted. You sell un- 
questioned quality . . . greater performance and 
economy at one low price. 


BUILT TO STAY SOLD, the new Thor 4” Drill Cham- 
pion has all these features: 

1. Alloy steel spindle with keyed gear mounting 

2. Oil-lite bearings for long, smooth service. 

3. A really powerful universal motor. 

4. Ample ventilating slots to keep motor cool. 


SALES SUPPORT THAT HELPS YOU! Thor builds 
business for you with national trade paper ad- 
vertising . . . direct mail . . . store identification 
... displays .. . user literature . . . specifications 
sheets . . . field sales help . . . all planned to reach 
your prospects in your territory. 


5. 3-jaw Jacobs chuck with key: 


INDEPENDENT PNEUMATIC TOOL COMPANY 


600 W. Jackson Bivd. Chicago, Illinois 

BIRMINGHAM a BOSTON s CHICAGO CLEVELAND 

DENVER @ DETROIT @ LOSANGELES @ MILWAUKEE @ NEW YORK 

PHILADELPHIA @ PITTSBURGH e ST.LOUIS e@ SALTLAKECITY @ SAN FRANCISCO 
TORONTO, ONTARIO ° LONDON, ENGLAND 


Thor C YS MOS - 


BUFFALO e 


YES! Now... More Than Ever . . . Thor distrib- 
utors have the opportunity to build greater 

sales and make greater profits with the com- 
f plete Thor line. You, with an eye to both im- 
mediate and future profits, will want to 
know about a Thor Distributor Franchise. 
Let us give you all the facts and figures. 
Write for information on the sales possibili- 
ties in your territory now. 








“These new Vogt Drop Forged Steel Gate Meter 
Valves are strong and tough and they prove they 
can “take it.” by giving continuous, drop-tight 
service in meter and gage lines at high pressures 
and high temperatures.” 

“Seats are rolled-in and easily removable; the gate 
is of the loose, slotted type and a ground joint is 
between the body and bonnet. You can get them 
in %" %" 2" 3," and 1” sizes with stainless steel trim 
or all-stainless steel to suit operating conditions.” 


“SUPPLEMENTARY PAGE 39-C GIVES FURTHER DETAILS—WRITE FOR IT!” 


HENRY VOGT MACHINE CO., Inc., Louisvitte ,ky. 


NEW YORK ° PHILADELPHIA ° CLEVELAND ° CHICAGO e DALLAS 
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E town of Ambridge, Pennsylvania is now 
better safeguarding the purity of its water 
supply and saving money at the same time 
by a new use of Goodyear rubber—the first 
installation of its kind in the United States. 


In the municipal filtration and softening plant 
the metal filter bed troughs were formerly 
painted as protection against rust. But iron 
and manganese in the water ate off the paint 
every four or five months, necessitating fre- 
quent repainting at a cost of approximately 
$150—putting each filter bed out of service 
for a week. 


Seeking a way to eliminate this expense the 
plant superintendent thought of rubber and 
called in the G.T.M.— Goodyear Technical 
Man—who voted his idea sound. In September 
1938 all six filter troughs were lined inside and 
out with Goodyear’s corrosion-proof Plioweld 
rubber lining—a specially compounded white 
stock bonded permanently to the metal. 


Since then there has been no need for repaint- 
ing—a saving that will quickly pay the cost of 
this installation. Corrosion has been banished. 
The clean white troughs enhance the sanitary 
appearance of this modern plant; all six are 
now continuously in service—and will be for 
many years! 


QZistetbuiibet- — Plioweld rubber lining 


offers you one of your biggest opportunities 
for profitable new business—in municipal 
water and sewage plants, in steel and galva- 
nizing mills, in tanneries, dye houses, chem- 
ical works and all industries where corrosion 
is a problem. If you are not a Goodyear dis- 
tributor, why not see if your territory isopen? 
Write: Goodyear, Akron, Ohio, or Los 
Angeles, California. 

Plioweld—T. M. The Goodyear Tire & Rubber Company 

THE GREATEST NAME IN RUBBER 


A Centennial Product 
of The Greatest Name 
in Rubber 


BELTS @e MOLDED GOODS . HOSE e PACKING 
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URIED under hot cinders — drenched with water — surrounded 

by acid fumes—operating under heavy loads or at high speeds, 
Dodge-Timken Bearings have established records for continuous 
operation with negligible maintenance in a large steel mill .. . It’s 
a good investment to install Dodge-Timken Bearings — their per- 
formance is proved on the basis of production profits—power flows 
smoothly over rugged, rolling roadbeds from source to production 
machine ... Dodge-Timken Bearings are designed and built to 
fit the job — there are over 1800 types and sizes available — 
many of them carried in local distributor stocks for immediate 
delivery .. . Dodge manufactures a complete line of power trans- 
mission equipment which insures “The Right Drive for Every Job.” 


DODGE MANUFACTURING CORPORATION 


Mishawaka, Indiana, U. S. A. 


. . » when planning a new plant... when adding a new department . . . when installing 
new machinery ... when modernizing old equipment ... when designing new products. 
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INDUSTRIAL EFFICIENCY 4, Thermoid 


THERMOID RUBBER, DIVISION OF THERMOID COMPANY, TRENTON, N. J. 


Standard types of beltin« 
made by Thern | 
Trar nission eltine 
Sonveyor Beltin« 
Multiple V Belts 
srader Belt 
7 nner itir a 
ket Elevator Belting 


PACKINGS 


B 


BELTING 


Thermoid Industrial Rubber Products 
have made very material contribu- 
tions to efficiency and profits in 
practically every American industry. 
Production and maintenance engi- 
neers all over the country havelearned 
that Thermoid Products are depend- 
able in operation, and that their use 
leads directly to operating and main- 
tenance economies. 


There is a reason. Each Thermoid 
Industrial Rubber Product is designed 


HOSE 











and manufactured with a practical 
engineering knowledge of the job it 
has to perform. In addition, only the 
finest raw materials and modern pro- 
duction methods are used in 
their manufacture. 


It will pay you to get the 
information on Thermoid 
Industrial Rubber Products. 
We stand ready at all times 
to help you in the solution 


Thermon 








BRAKE LININGS 
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More than half a cen- 
tury of Progressive 
ngineering and 


E 
of your customers’ problems. Product Development 




















Another distributor’s salesman tells his experience selling ]-M Packings =" 


Customers 





have Confidence 


IN THE J-M PACKING LINE 


MR. POWELL has been covering the southern 
Virginia territory for James McGraw, Inc., 
for a good many years. What he says about 
J-M Packings expresses facts he sees in his 
order book. And his statement sums up the 
feelings of hundreds of leading mill-supply 
distributors and their salesmen. 


With the J-M Packing Franchise, selling is 





RICHMOND HEADQUARTERS 

of James McGraw, Inc... . for 
. Il years a leading southern 
\ distributor of Johns-Manville 

Packings and Refractories. 
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easier, for every customer is familiar with 
Johns-Manville quality. Regular advertising 
and merchandising campaigns work for the 
distributor ov his customers. Trained J-M 
salesmen are always ready to help sell tough 
prospects. And the long, dependable service 
provided by J-M Packings assures complete 
customer satisfaction. 


Backed by 60 years’ manufacturing experi- 
ence and a sales policy that fully protects the dis- 
tributor, J-M Packings assure a steady source of 
profits for J-M distributors all over the country. 
Johns-Manville, 22 E. 40th St., New York, N.Y. 








THIS MEANS ACTION— 


for JENKINS Steel Valve Sales 

















The current advertise- 
ment in the Jenkins 
Steel campaign ap- 
top-rank 
Industrial, Power 
Plant, Purchasing, Re- 
fining and Process In- 
dustry publications — 
with a monthly circu- 


pearing in 


lation of 
200,000. 








over 





!~tatrg. 
Biel giakt® Staaterg 
deems '** Ploce Yoke 


4~Time. 

—— 

nan — 
acto. Asbestes Yoke 


?~ 
Sw wegen Stainiess 
























Dominant advertising campaigns on other phases and 
types of valves—appearing in Executive, Purchasing, 






Architectural, Engineering and Special Industry publica- j= 
tions with an aggregate of more than 600,000 readers. ——s _— 
—  —=_—— SS 


THE MEN YOU SELL READ JENKINS ADVERTIS 
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E. J. McOSKER and JOHN J. WELCH, Editors 





Back to Kindergarten 


Knowledge is power—to sell! The salesman 


armed with facts is as likely to succeed as 
the well equipped soldier or the quarter- 
back primed with scoring plays. Preaching 
the need for education has long been one 
of the primary planks in the platform of 
this publication. Through recent years both 
distributors and manufacturers have gone 
to considerable ends to help salesmen sell 
with facts. Today, in the ranks of salesmen, 
the business of absorbing knowledge about 
separate products goes forward steadily. 

And as a supplement to that good work, 
MILL SUPPLIES this month introduces a 
course devoted to study of a product ingre- 
dient. That this ingredient, steel, merits 
such attention is indicated by the fact that 
it is the prime raw material in nearly every 
product supply men sell. Its varied degrees 
of hardness and temper fit our tools and 
equipment to do the exact jobs for which 
they are needed. 

In recommending products for particu- 
lar application, and in all selling of things 
made of steel, we are required to speak 
knowingly of intricate processes and to use 
technical terms. How many salesmen have 
borrowed the steel man’s lingo without 
bothering to soak up some of his “savvy” 
as well? We have a hunch that the number 
who do this is large. But the fault is not 
entirely the salesman’s. He has been kept 
busy learning the sales features of different 
items in the catalog. And, to be perfectly 
honest, he hasn’t had an opportunity to 
learn about steel. 

Our determination to provide such an 
opportunity fortunately benefitted by hav- 





ing the hearty cooperation of the Bethle- 
hem Steel Co. Evidently the steel industry 
is also aware that supply men will sell 
better if they know the fundamentals about 
their fundamental material. For not only 
did the Bethlehem company endorse the 
idea, it even provided Mr. A. P. Spooner, 
capable metallurgist, to write the articles 
in layman’s language. 

We are particularly pleased with the 
manner in which the subject has been 
approached. On the theory that a study 
which went too deep would defeat its pur- 
pose, this one has been kept entirely ele- 
mentary. Even its phrasing has been kept 
simple, free from technicalities. 


Kindergarten stuff, one might almost call it. 
“The A B C’s of Steel” (p. 26) is, we 
think, an apt title. But the objective is to 
learn, not to be impressed. This series 
should do much to help every salesman 
toward this objective. In the end, it stands 
to reason that any salesman will give a 
better account of himself if he knows what 
he is talking about. Particularly in selling 
things made of steel. His words will come 
to life only when he understands the why 
of different steel processes and knows the 
real meaning of the steel man’s terms. 
Hollow glibness then gives way to solid 
self assurance. 

With pleasure we acknowledge the capa- 
ble cooperation of the Bethlehem Steel Co., 
and of its metallurgist, Mr. Spooner. With 
sincerity we recommend this series to our 
forward-looking, sales minded readers. 









THE REPUBLIC 
3-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mok- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


* 











THIS IS 


PREFERENCE 


A, COMPLETE line of hose that has 
an answer for every industrial need . . . each 
type and grade a sound engineering develop- 
ment . . . each length capable of top perform- 
ance and durability in its intended field of 
service. There's little left for your customers to 
want in hose. Users of Pneumatic Hose find 
the working properties of Republic's Tower— 
unusual strength with flexibility and light 
weight—an invaluable aid to economy of 
operctions. Republic Gasoline Hose is noted 
for its resistance to the deteriorating elements 
present during its use. Fairway Water Hose is 
universally recognized as the ultimate in its 
class. Each of these and other brands of 
Republic Rubber Hose has its own degree of 
solid preference in industry. 


x *&* * 


The 5-Point Policy is a definite state- 
ment of principles which Republic sincerely 
believes lead to the business success of In- 
dustrial Distributors. It was adopted, many 
years ago, through a recognition that users of 
Republic Rubber Goods, as well as other in- 
dustrial products, can be more effectively and 
economically served by the Mill Supply House 
system than in any other way. For complete 
information, write Republic Rubber Division of 
Lee Rubber: and Tire Corp., Youngstown, Ohio. 


RUBBER 
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ON BORROWED TIME: From now on Eddie Dawson 
(Holo-Krome) figures all his living is just velvet . . . He and 
Mrs. D. resigned themselves to the belief it was all over for 
them while aboard the Acadia on its recent trans-Atlantic cross- 
ing . . . A hurricane threatened to swamp the boat . . . Ed, 
who sells in England and France, says they slept fully dressed 
every night expecting the Big Call any moment . . . After a 
nightmare of 15 days the Acadia limped into port and Ed, with 
the Missus, enjoyed blinking at the Broadway lights, quite a 
contrast to the six weeks of blackouts they had been going 
through. 


PROGRAM ALTERED: The movie industry, threatened with 
new competition, trembled when Stanley J. Retzlaff (Allis- 
Chalmers dealer supervisor) bought a new camera, 300 ft. of 
colored film and headed into the wilds to aim his lens . 
Returning, Stanley’s enthusiasm over his luck at finding subjects 
built up the office force to the point of demanding a special show- 
ing of this epic of wild lands, Indians, pappooses, moose, meese, 


etc . . . With bated breath the audience sat forward, the crank 
began to turn . . . But the screen remained blank throughout 
the entire run . . . Hecklers suggested Screeno, Bank Night or 


an Opportunity Contest as a substitute, but Stanley is undaunted 
and Hollywood is not yet safe from the challenge. 


NOTE TO MINSKY: Rod Chamberlain (Stanley Works) 
an expert at the strip tease, demonstrated his art to a cheering 
throng at the recent hardware convention in Atlantic City . 
This meeting seems to bring out the worst in our boys, to wit: 
Pat Atkins (FE. C. Atkins Co.) showed up with a kink in his 
neck . . . Jack Wallace (Clemson) listed to port because of 
a boil . . . H. Hamscher (Fitler Rope) and Herb Ladds 
(National Screw) were less active than usual due to recent 
operations. 


MIGHTY WALTON: With two companions Charlie Curtis 
(Western Iron Stores) waged blitzkreig on the Wisconsin fish 
not long back . . . But at his homecoming breakfast he looked 
ill when Mrs. Curtis offered him eggs and was positive he 
wanted no more such food for some time to come . . . This 
may or may not indicate that the fish came through the experience 
better than the fishermen ... Another recent supply man to 
bait his hook was Ed Stvan (Strong, Carlisle & Hammond) 
who took his son along on the expedition . . . (Mebbe with 
a helpful son along Ed didn’t have to bait any hooks.) 


VETERAN: Sixty years with his organization is the mile- 
stone reached by Fred C. Pritzlaff (John Pritzlaff, Milwaukee) 

. Firm was founded by his father and Fred, 78, is its second 
president, succeeding his father in 1900. 


DELIVERY WARD: To Mr. and Mrs. Russ Case (Thermoid 
Rubber) Constance Ann, Aug. 12... To Mr. and Mrs. Jim 
Channon (this journal) James Brook, Sept. 20. . . And a 
grandson, David Northup Miles, to Dan Northup (Henry 
G. Thompson). 


TALK OF THE TRADE 
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Many brave hearts... 


Endorsed by S.P.C.A. 


Gypsy Rose Chamberlain 


pb 


A rest for everybody (fish, too) 










Looks like an epidemic 






Jack Burns, president of Syracuse Amigos 
Club, surrenders to Max Riefel of Central 
New York P. A's the token of victory for 
the trimming handed Amigos in the an- 
nual ball game 





Dave Moffat, L. S. Starrett Co., who was 
installed as new president of the Key- 
stoners at their fall meeting. Dave suc- 
ceeded W. Eberlein, Greenfield Tap & Die 





Man bites dog. Well not quite. At conclusion of Distributor Council meeting of 
Republic Rubber Division, Chairman C. A. Channon presented a wrist watch to O. S. 
Dollison, vice-president of Republic as a token of its distributors’ esteem. Republic 
men standing, left to right: M. C. Meyer, assistant to sales manager; O. S. Dollison; 
A. A. Garthwaite, president of Lee Rubber & Tire; H. P. Schultz, sales manager; G. L. 
Smith, assistant sales manager. Distributors Council, seated: Richard Alcott, Reichman- 
Crosby Co., Memphis; W. C. Hendrie, W. C. Hendrie & Co., Los Angeles; C. A. Chan- 
non, Great Lakes Supply, Chicago; J. N. Succop, Republic Rubber Co. of Pittsburgh; 
and |. C. Fuller, Fuller Supply Co., Utica. 





HIGHLIGHTS THIS MONTH 


National Association meeting for members operating in New England 
and Middle Atlantic states is scheduled for Nov. 9 at Robert Treat Hotel 
in Newark, N. J. 

Central States Mill Supply Association annual meeting, reception 
and banquet is scheduled for Nov. 13 at the Palmer House in Chicago. 
Principal speakers are: D. W. Northup, president of Henry G. Thompson 
& Son Co., and James A. Channon, manager of MILL SuPPLIEs. 
Southeastern District meeting to take place in Atlanta, Nov. 17. Exec- 
utive committee meeting of Southern Association to follow on Nov. 20 at 
New Orleans. 

Southwestern District members will be on hand Nov. 21 at the Roosevelt 
Hotel in New Orleans for a group meeting. 





Dan Williams of Black & Decker demonstrates a hand grinder in Cutting tricks with electric hand saws and other exhibitions drew 
Burhans & Black booth at the Fifth Annual Industrial Product crowds of interested visitors to the Skilsaw display at the Central 
Exhibit put on by Syracuse and Central New York P.A.'s Hardware Co. show in St. Louis on Ocotber 12, 13, 14 

16 


MILL SUPPLIES © NOVEMBER 10, 1939 











So aR 


| 
| 
| 











SRS. ore: 













RECOVERY GROWS OLDER 


Abatement of war fever finds business able to stand unaided 


3y Joun J. Wetcu, Epiror 


THE SECOND MONTH of war in 
Europe had vastly less influence 
on American business than did the 
first. The carnival of buying, the 
war hysteria which marked Sep- 
tember apparently ran out of gas 
in October. In the supply field, 
trade settled back to a more orderly 
pace. Distributors were grateful 
for the breathing spell which gave 
them opportunity to reappraise 
their businesses under the new 
conditions. 

Like  blizzard-beaten farmers 
who have seen the first robin, dis- 
tributors looked at the latest edi- 
tion of recovery, crossed their 
fingers and cautiously whispered, 
“She’s still here.” October gave 
some hope that this upswing is not 
too much war-inspired and that if 
peace should come suddenly there 
might be little or no letdown in 
production schedules. 

Actual war orders coming from 
Europe seem to be as much talked 
about and as little in evidence as 
were German spies during the days 
of °17-"18. The fact is, this has 
been pretty much a domestic re- 
covery. Based strictly on factors 
within the home scene, activity is 
up in nearly every line, production 
is up, unemployment is down. War 
orders don’t enter into it. Even the 
anticipation of war orders is a 
minor factor. 

The healthiest picture is re- 
flected in the capital goods indus- 
tries. Railway equipment, public 
utility heavy equipment, machinery 
and machine tools, private com- 
mercial and industrial construction 
have all enjoyed a pickup of orders. 
The steel and textile industries are 
operating at near capacities. It is 
estimated that the industrial pro- 
duction level for the last week in 
October was at or near 120. As a 
specific example, new orders for 
freight cars in September were the 
largest for any month since 1924. 
The orders are in and car shops are 
already at work on them. 


As plants step up toward their 
full capacities the suggestion of 
expansion comes along. Naturally 
plant expansion on any large scale 
would help lift building closer to 
its 1929 level. But this step is one 
which will not be taken lightly by 
any management. Disappointments 
of the past ten years are too sharp 
in memory. The operator who 
elects to expand will do so only 
alter clearly determining that in- 
creased business is available and 
will continue to be available until 
the new unit is paid for. 

One undeniable early effect of 
the upturn has been an expansion 
of consumer purchasing power. If 
this leads to increased sales of auto- 
mobiles and general merchandise, 
domestic buying may attain suf- 
ficient volume to prevent a decline 
in industrial production. 

Passing of time helps clear up 
some of the confusions and doubts 
which prevailed at the outset of 









the business-period-overshadowed- 
by-war. For one thing, dark hints 
of coming government price restric- 
tions have been dispelled. As a 
matter of fact, the price structure 
in all lines has been so orderly that 
there would be little for the govern- 
ment to do in this respect. 

Observers have noted with satis- 
faction that the Administration at 
Washington is being doubly care- 
ful not to rock the business boat 
at this time. 

Distributors bought actively dur- 
ing September but tapered off in 
October. All are keenly watching 
price trends and making cautious 


‘forward moves where it seems in- 


creases may impend. In the present 
period they, like other business 
men, are consolidating the gains 
of September. Content to enjoy 
the improvement that is now theirs, 
they look for nothing startling to 
occur before the end of the year, 
and are doubtful if any real violence 
will be marked on the business 
charts until March or April. 





NEW LIGHT ON 


As the Wage-Hour law cele- 
brated its first birthday two de- 
velopments of importance occurred. 
(Previously noted was the cut in 
weekly working hours from 44 to 
42 and the boost in minimum 
hourly wage rates from 25¢ to 
30¢.) The first development was 
the passing of the big stick of 
Wage-Hour administration from 
the hands of Elmer Andrews to 
those of Lt.-Col. Philip Fleming. 
The second development was the 
expressing of an opinion by George 
A. McNulty, general counsel of the 
division, concerning a point which 
had long remained in doubt. 

Mr. MeNulty’s statement re- 
ferred to the question of whether 
or not an employer might lower 
his rate of compensation (provided 


WAGE-HOURS 


it was above the minimum) in 
order to avoid the effect of making 
payments for overtime work to 
employees. 

On this point Mr. McNulty said, 
“Section 7 of the Act requires that 
overtime must be paid at the rate 
of time and one-half the ‘regular’ 
rate . . . at which the employee is 
employed. Time and a half must 
therefore be paid upon a rate at 
which the employee is actually em- 
ployed and paid and: not upon a 
fictitious rate which the employer 
adopts solely for bookkeeping pur- 
poses. .. .Resort to these methods 
(adopting a ‘bookkeeping’ rate) 
will constitute a violation of Sec- 
tion 7 and will subject the employer 
to the penalties prescribed in the 


Act.” 
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TRAINING FOR DISTRIBUTORS 


Survey provides guide to distributor and manufacturer in 


INDUSTRIAL DISTRIBUTORS employ- 
ing at least salesmen each 
clusive of counter men) were re- 
cently polled to obtain their 
opinion on sales training for their 
salesmen and to give voice on 
various aspects of this problem. 


(ex- 


The results of this survey indicate 
some very definite factors that 
should be borne in mind by manu- 
facturers who are, or may think of, 
doing sales training work among 
industrial distributors. And there 
were also some points on dis- 


tributor sales training procedure 
which are valuable for any sup- 
ply house planning to undertake 
such a program. 


building program to boost sales returns of men in the field 


Hints to Distributor 


1. Sales training should be the 
responsibility of the sales manager 
and the major part of the pro- 
gram should be prepared by the 
distributor’s own personnel. 

2. Sales training programs 
should consist mostly of product 
information and should be flexible 
enough to meet specific sales prob- 
lems as they may arise. 

3. Group meetings of all the 
personnel having any customer re- 
lations should be used to put the 
sales training program over. 

4. Periodic bulletins prepared 
by the distributor or by his sup- 


pliers are the best means of im- 
parting sales instruction as far 
as written material is concerned. 


Hints to Manufacturers 


1. Sales training material for 
distributors’ salesmen must be 
strong on product information. It 
must contain specific sales points 
to help the individual salesman 
sell. But it must be weak on gen- 
eral points of sales technique and 
even weaker on the straight in- 
spirational stuff. 

2. Distributors’ own sales train- 
ing plans must be considered. 
Many distributors plan their sales 





WHO HANDLES SALES TRAINING—NOW 


SALES MANAGER 


SALESMEN, THEMSELVES 


GENERAL MANAGER 


ANYBODY OR EVERYBODY 





WHO SHOULD CARRY OUT TRAINING 


SALES MANAGER 


a 2 ot A 


84% 


PROFESSIONAL TEACHER 


21% 15% 


GENERAL MANAGER 


STAR SALESMEN 





13% 
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ALESMEN 


training activities for a year or 
several months in advance. Man- 
ufacturers may, therefore, be dis- 
appointed at the results produced 
by their plans for training dis- 
tributor salesmen if they give too 
little consideration to what 

tributors are doing themselves. 

3. While distributors lean rather 
heavily on manufacturers for 
material, they like to prepare their 
own sales training programs. If 
an outside organization is used 
they insist on collaboration with 
their own personnel. Every dis- 
tributor likes to think his prob- 
lems are individual. 

4. Sales training material for 
use by distributors must be direc- 
ted at the entire personnel rather 
than at salesmen alone. 


dis- 


5. Distributors prefer periodic 
bulletins rather than a formal set 


sy JOHN H. FREDERICK, 


PROFESSOR OF BUSINESS 


of printed booklets, or a_ bulky 
manual, or formal correspondence 
courses for their men. 
Ninety-two per cent of those 
who replied to the questionnaire 
emphatically stated that they felt 
sales training was a sound invest- 
ment for any distributor—par- 
ticularly where it could be carried 
on by experienced men. The other 
eight per cent preferred to hire 
producers who didn’t need any 
more training. They failed to in- 
dicate, however, where and how 
these wonder men were to be ob- 
tained. Of those who _ thought 
sales training worth while, 50 per 
cent felt they should do more. 
The majority of distributors re- 
plying indicated that the responsi- 
bility for sales training rests in 
the hands of the sales manager 
and should be carried on by him. 


\DMINISTRATION, 






UNIVERSITY OF TEXAS 


Several of those who mentioned 
that the responsibility for sales 
training should be in the hands of 
the salesmen themselves qualified 
this by saying that when good 
men are hired, further training 
can be left in their own hands. 

There is some recognition of the 
fact that outside organizations with 
teaching experience, even though 
they might lack some of the prac- 
tical experience of sales managers, 
would be able to do a good job of 
carrying on formal training work. 
It was interesting to note that 13 
per cent of the distributors desire 
to delegate group training to top- 
notch salesmen. 

As indicated by the accompany- 
ing chart, distributors like to be 
independent in preparing any pro- 
gram of training for their men. 

(Continued on page 98) 





PROGRAM—WHO SHOULD PREPARE IT 


OUTSIDE ORGANIZATION IN 
HAND WITH DISTRIBUTOR 


DISTRIBUTORS’ PERSONNEL 





12% 





MANUFACTURER 


21% 





OUTSIDE ORGANIZATION 





1% 





WHAT SHOULD BE IN PROGRAM 


PRODUCT 
INFORMATION 





SALES TECHNIQUE IN 
PRODUCT TERMS 
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GENERAL DISCUSSION 
ON SALES TECHNIQUE 


ANSWERS TO 
OBJECTIONS 


INSPIRATIONAL DO OR 
DIE MATERIAL 


Still by far the commonest 
tool for installing and fitting- 
up pipe is the pipe wrench. 
Here is a dramatic shot of a 
drop-forged, 


treated steel wrench in action 


modern, 


heat- 


WHAT A JOINT! 


It can be good—with the right pipe tools. 


Here's a list of them 


—and some suggestions that will he!p you pin down more sales 


“It’s A PIPE DREAM!” That means 
it’s easy, a cinch—it’s unimpor- 
tant. But that’s where you're 
wrong! For pipe, valves, and 
in addition to being a 
nice chunk of your business, are 
10 to 15 per cent of the cost of 
every power plant, from 15 to 50 
per cent of the cost of a chemical 
plant, and appreciable percentages 
of the cost of 


fittings, 


industrial 
plant and every building. 

Now, how is that pipe to be in- 
stalled and With 


pipe tools, of course! So when 


every 


maintained ? 


you're selling pipe and _ fittings, 
don’t forget the pipe tools. 

To begin with, there’s the old 
reliable the 


wrench, still by far the commonest 


Stillson or pipe 


tool for installing and _ fitting-up 
pipe. But there are several 
wrinkles on it these days. You 
might show your prospect a pipe 


Portable threaders can be taken right 
to the job—and save all kinds of 
teps on a complicated fitting-up 


Jf 


1ob like the one in the background 


20 


an open-end 


wrench with jaws that open side- 
ways—so it fits over the pipe like 
wrench. That's 
good for corners and gives greater 
leverage per inch of handle length. 
Then there’s the Parmelee or non- 


Le 
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crushing type, with a link-train 
jaw that grips without crushing 
or denting—best for thin-walled 
pipe and conduit. 

Sut all these wrenches have ca- 
pacities only up to. about 2-in. 
pipe. When you go over that size, 
it takes a chain wrench—with a 
chain wrapping around the pipe 
and pinning into a toothed head— 
easy to handle and adjust and with 
a grip like a bulldog. Standard 
sizes have capacities as high as 
18-in. pipe, and as low as -in. 

Of course, if the buyer is going 
to do any pipe-fitting, he'll need 
a vise. To the old reliable stand- 


—- 


as «8% mais 
l i ~ 














« 


Portable power unit here is in action on a construction 


job in Kansas City, Mo. 


ard pipe vise have now been added 
chain pipe vises 
chain wrench to a fixed support ) 


and their 
the strap vises. The latter are 


























Unit 1s designed so two men 
can work at same time—one threading, other bending 


(adapting the 


modified companions, 


equipped with straps to grip pol- 
ished pipe or tubing, holding it 
securely without scratching, dent 
ing or marring. The standard vise 
handles up to 6-in. pipe, as does 
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Tightening a length of pipe in a chain pipe vise. Note 
this vise has the adjusting handle on top where it 1s easy 
to reach and can be quickly adjusted 


the combination vise, designed for 
the small or specialized shop where 
a vise has a variety of duties. 

This all assumes you're going 
to do hand threading and cutting. 
Pipe stocks and dies are available 
i sets, with dies enbloc, two to 
the chaser, or single, the first being 
limited to a particular size pipe, 
the second and third, handling a 
variety of sizes with the same dies 
(Standard numbers of pipe threads 
per inch stay constant for several 
sizes, for example 1 to 2-in. pipe 
carries 114 threads per inch and 
24 to 8-in. carries 8. 4 and 3-in. 
pipe has 14 threads, }. and % has 
18, and j-in. pipe has 27). The 
double-toothed chasers are claimed 
to feed on more easily—particu 
larly if they have a double-threaded 
throat. 

(Continued on page 100) 


Bending pipe over 1-inch in diameter 
is made easier with this simple bend 


ing fixture and attached pump 





2) 














SIMPLIFYING SALES CONTROL 


Buford Brothers’ system of recording activities of salesmen and their accounts puts heavy 


burden of detail on no one, yet provides accurate guide for effective sales management 


R. W. Wise, general manager 
of Buford Brothers, Inc., Nash- 
ville, has developed and put into 
successful use a system of record 
keeping that merits the attention 
of everyone in the industrial sup- 
ply business interested in effective 
sales management. And who isn’t? 

The plan involves three forms: 

(1) A salesman’s daily report, 
in which he simply lists his calls 
and records the amount sold each 
customer, in dollars. 

(2) A data sheet on every cus- 
tomer or prospect, which is car- 
ried by the salesman contacting 
him, in a three-ring binder. 

(3) A card maintained in the 
office for each customer or pros- 
pect, on which are recorded in- 
formative data about the account 
and the number of calls made on 
every customer each month, with 
special marking to show when a 
sale is made. 

The salesman’s report (Form 
number 1) requires little explana- 
tion. The salesman simply lists 
his calls, with notations as to the 
city or town in which each account 
is located and the dollar 
where sales are made. He also 
totals his dollar sales for the day. 

Form number 2 is filled out by 
the salesman in pencil for each new 
customer and prospect and sent to 
the office where the information 
contained on it is transferred to 
form number 3 for the office rec- 
ord. A girl then types on a blank 
of form number 2 the information 
the salesman has submitted and 


sales 


sends it to the salesman, who in- 
serts it in his three-ring loose-leaf 
customer binder. Thus each sales- 
man has a sheet in his customer 
book for every customer or pros- 
pect for whom there is a card in 
the office. The penciled copy is 
filed in the office. 


22 


By EDWARD J. McOSKER, eEpitTor 


As will be noted in the illustra- 
tion, form number 3 contains the 
customer’s name, the salesman’s 
name, the customer’s address, type 
of business and names of buying 
factors. Room is also left for spe- 
cial information about the cus- 
tomer which often serves as an in- 
valuable aid to executives check- 
ing the cards and is also helpful in 
planning direct-mail promotion. 


Reporting a Call 


When the salesman reports a 
call, a black penciled dot is made 
on the customer’s card in the space 
alloted to the month in which the 
call is made. When the salesman 
makes a sale a red penciled dot is 
made instead of a black one. 

Once every month Mr. Wise 
personally checks over the cus- 
tomer cards. When no calls are 
made on an account during the 
period just closed, he brings the 
matter to the attention of John L. 
Norton, manager of the mill and 
factory department, and Mr. Nor- 
ton immediately questions the re- 
sponsible salesman as to “why”— 
that is, unless special comments on 
the card show that the customer is 
to be contacted less frequently 
than once a month. (When an 
account requiring special investi- 
gation comes under the automotive 
or hardware classification Mr. 
Wise brings it to the attention of 
the head of whichever of those de- 
partments is concerned. ) 

On the other hand, if the checks 
show that a salesman is calling fre- 
quently enough on an account but 
that the red marks indicating sales 
are few and far between, “‘accounts 
receivable” are consulted to deter- 
mine the volume of business being 
done with the account. When the 
volume is very small, the salesman 
is questioned as to whether it can- 
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R. W. Wise, Buford’s general man- 
ager, who devised easily maintained 
sales record system 


uot be stepped up or whether calls 
should not be made less frequently 
or abandoned entirely, for, after 
all, there is little to be gained from 
running up sales expense on an 
account when there is little or no 
possibility of its ever turning in 
enough volume to produce a profit. 

In the salesmen’s customer books 
(form number 2), the customers’ 
sheets are arranged alphabetically 
according to counties. Each sales- 
man always has his customer book 
with him as a ready reference for 
information on every customer. 
This book is also invaluable in 
that it can be turned over to a sub- 
stitute in case of the regular sales- 
man’s illness, or to a salesman’s 
successor in case of resignation, 
and it will save the new man use- 
less calls and guide him as to the 
nature of each account and the 
man or men to see in every plant. 

This sales control record plan is 
simplicity itself. It is obvious that 
a minimum of time and effort are 
required for the salesman to list 
daily his calls and sales and send 
them into the office. Nor is the 








- @ 


Customer__ 


BUFOR 
SALESMAN's on 


CALLS 


Form number 1. What could be 
easier for the tired salesman? 


Form number 2. /nformation 
on this form, provided by sales- 
man, goes on customer record 
card in office; comes back to 
territory man, neatly typed 


Form number 3. With black 
and red dots, office clerk 
“posts” calls upon and sales to 
individual accounts from sales- 
men’s daily reports. Monthly, 
sales executives “study the rec- 
ord” and spur special action 
wherever necessary. Cross 1s 
used here to indicate red dot 
on original chart 


ORT mu site 
ST Be SUBMITTED DAIL 
A 


operation of “posting” by the clerk 
in the office a cumbersome task. 
It is a simple matter to take a 
salesman’s daily report, pull out 
the office card of each customer 
called upon and make a black dot 
to show a call made or a red dot 
to indicate a sale. Done daily, this 
job requires very little time. 

Of course, the accuracy of the 
general information about a cus- 
tomer on the office cards depends 
upon the faithfulness of the sales- 
men in reporting on new accounts 


Town__ 


NASHVILLE 





—— 


County —DAVIDSON __ 


State TENN, 








DATE_/ 40/3 


ones 


Owner or 
Manager 


H. E, RODES, GEN'L. MGR, 





or Buyer 


Service Manager 


| M. 1, WHITE, BUYER 
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Car 
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Black- 
smith 





Service 
Station 





Hdwe. 





Repair 
Shop 
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Commercial Rating | OK 





J, LYLE, SUP'T. FRANKLIN PLANT 
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J. Le. Norton 





SALESMAN 
_Nashville 


Davidson _Tennessee 


_Industrial - Building Supplies 
CLASSIFICATION 
M,. T. White ' 
BUYER 
_H, BE. Rodes, Gen'l, Mgr. 
SUPERINTENDENT 


Corporation 


OWNER 


REMARKS: 


Operate plant at Franklin and 


Nashville, Tenn. - Crush Limestme Rook 


® 


Customer Franklin Limestone Company 
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and of keeping the office advised 
cf changes in plant personnel on 
old accounts, but this is true of the 
maintenance of any kind of cus- 
tomer record cards. And _ the 
Buford salesmen are so sold on the 
system that little difficulty ,is en- 
countered in securing their cooper- 
ation in this respect. 

“While our system of sales con- 
trol records has not been in effect 
long, it has already proved a 
definite improvement over any- 
thing the company has tried pre- 
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viously,” says Mr. Wise. “It gives 
us a clear picture of the activities 
of our salesmen and their accounts 
without putting the burden of 
heavy detail on anyone. True, this 
plan does not provide a check on 
sales of individual lines, but we are 
able to obtain this by going over 
our invoices periodically and by 
watching the movement of various 
products through our perpetual in- 
ventory system, which, I believe, 
will be described in a later number 
of Mitt Suppties.” 








UP GOES SHOW CURTAIN 


Two P. A. exhibits and one distributor exposition of hand and power 


tools played to full houses in Syracuse, St. Louis and Baltimore 


Two JUMPs AHEAD of Jack Frost 
manufacturers and distributors in 
Syracuse, St. Louis and Baltimore 
were busy unveiling 1939's Fall 
schedule of industrial shows. 
Nightly crowds, primed by per- 
sonal spot radio an- 
nouncements and newspaper ads, 
jammed shows in the three cities 
to see, hear and learn “what's new.” 
Syracuse—On September 27, 28 
and 29 the Fifth Annual Industrial 
Products Exhibit got under way 
sponsored by the Purchasing 
Agents’ Association of Syracuse 
and Central New York. Not quite 
the record so far as 


invitations, 


attendance 
figures were concerned, the crowd 
this year was much more selective, 
responsive and interested in seek- 
ing practical information on the 
why and how of modern tooling. 

first prize went to R. C. Neal 
Co. for the Most Informative 
Booth. Honorable 


to Burns 


mention went 


and Goulds 


Bros., 


Pumps 


J. Rolland Stewart & As- 
sociates nabbed top award for the 





It's not hard to see why the R. C. Neal Co. exhibit, above, received first prize as the 
Most Informative Booth at the Syracuse P.A. show 


Booth 
Hardware 
both 


Most Attractive 
Drennan 
Supply Co. 


while 
and Kelly 
received honor- 
able mention. 










































St. Louis—Central Hardware Co. 

played host to fully 5,000 people at 

an exposition of hand and power 
(Continued on page 95) 


UPPER LEFT: Clamps displayed by the 
Adjustable Clamp Co. at St. Louis show 
aroused plenty of interest 


UPPER RIGHT: Part of the Carey Ma- 
chinery & Supply booth which received 
honorable mention for the Most Informa- 
tive Booth at the Baltimore Show. Andy 
Carey (left) explains a point 


LOWER LEFT: In background is the L. A. 
Benson exhibit which copped first prize in 
local competition for the Most Attractive 
Booth at the Baltimore show. W. L. Rey- 
nolds (left) of Benson pulls a ‘now you 
see it, now you don't" on Ted Bailey 
(thumb in pocket), Greenfield Tap & Die 


LOWER RIGHT: On duty. Part of the 
staff of the Central Hardware Co. who 
did yeoman duty during the show. Seated, 
left to right: L. Kottler, merchandise 
manager; Mrs. D. L. Oxenhandler (who 
volunteered for temporary service); D. L. 
Oxenhandler, general manager. Standing: 
A. Mossap and W. Shaffner, managers of 
tool departments in two Central Hardware 
stores; Z. Davisson and C. Lamprecht, 
salesmen, Lester Dahm, purchasing agent 








In the background are some of the 





Central California supply house remodeled idle factory . 


wooden stock bins in 
which 150,000 feet of 13-inch lumber were used are air conditioned, 


NEW BUILDING COST AVOIDED 





Portion of the counter and open stock. 





Offices to the right 
as are store and counter sections 


. cut cost of rebuilding 


by one-third . .. Provided plenty of elbow room for counter and open stock storage 


AUSTIN BROTHERS, Stockton, Cali- 
fornia, moved into a_ remodeled 
building at 301 South Aurora 
Street last fall. About $50,000 
vas spent in remodeling, but the 
company secured facilities that 
would have cost $149,000, by close 
estimate, if a new building had 
been erected, officials state. The 
building had been occupied by a 
manufacturing plant. 

While most 
structure are higher than needed 
for stock storage, this makes for 
plenty of air and light. The build- 
ing itself required no change, the 
expenditures being in the building 
of bins, for which 150,000 feet of 
13-inch lumber were required, and 
in remodeling the front part for 
offices, counter and open stock 
storage. Features of Austin’s new 
liome include: 

Four acres of space under roof. 

Twenty-five cranes of ail kinds. 
A three-ton crane and hoist serve 
the long main bay. <A jib crane 
with three-ton hoist extends out 
over the spur track. 


portions of the 





HENRY YOUNG, 


PACIFIC COAST 


A truck ramp 100 feet wide by 
75 feet deep, depressed to truck 
bed height, will accommodate the 
largest truck and trailer on the 
road. The entrance from the load- 
ing platform is equipped with full 
Stanley overhead doors. 

Offices finished with 32-inch in- 
culating board throughout. They 
are air conditioned, as are the store 
and counter sections. 

\ loud speaker system in offices 
and warehouse, 


Main bay makes an excellent steel room, crane served. 
the loading platform and truck ramp, 


including four 


EDITOR 


sending sets and 25 speaker sta 
Through the four in the 
office a person can talk direct with 
any part of the building. To call 
in from the stock room, a button is 
first pressed at that particular sta 
tion, the office 
conversation proceeds. 

Although the purchasing depart 
ment of this company is located in 
San Francisco, the main office in 
Stockton and the purchasing office 


tions. 


answers and the 


(Continued on page 93) 


At the far end are 


while near end opens onto a spur rail 


road track with jib crane hoist for unloading cars 
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THE ABC'S OF STEEL 


Unloading iron from Lake Steamer at Buffalo, N. Y. Ore piles at right 


Kindergarten style, yes . . . just simple facts about the stuff that goes into almost every product 
you sell. But man to man, how many salesmen have ever dug down to learn just what steel is, how 
it's made, what must be done to shape and fit it for the myriad jobs it's called on to do in industry? 
How many have had the opportunity to make such a study, with technical confusions barred? We 
think Mr. Spooner and the Bethlehem Steel staff have done an excellent job in this series of articles, 
one of which will appear in each issue until the story is told. 


By A. P. SPOONER, METALLURGICAL ENGINEER, BETHLEHEM STEEL CO., BETHLEHEM, PA. 


IRON ORE, to be of commercial 


value, must be relatively pure and 
available in large quantities. The 
most important deposits in the 
United States are found near the 
Great Lakes, the famous iron 
ranges of Michigan and Minne- 
sota. These beds of ore, like many 
other large deposits, are strip 
mined, that is, they are mined with 
large power shovel after removal 
of the comparatively shallow layer 
of barren top soil, or overburden. 
This is the most economical method 
of mining. A certain amount of 
iron ore is also mined by under- 
ground methods. Some ores re- 
quire preparatory treatment, such 
as washing, roasting or sintering 
before they are ready for smelting. 

Practically all sources of heat 
are used in the steel industry, coal, 
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gas, oil, tar, pitch and electricity. 
sy far the greatest demand is for 
coal. Natural gas, when available, 
producer gas, coke oven gas and 
blast furnace gas are also used in 
large quantities. Electricity, as a 
source of heat, may not appear im- 
pressive in comparison with the 
other fuels. However, its import- 
ance is growing rapidly, for fur- 
naces used in the production of 
quality steels, and for heat treat- 
ing operations where a close tem- 
perature control is essential. 

A fuel of high mechanical 
strength is required to carry the 
heavy load of the burden, or 
charge, in the blast furnace. Coke 
meets this requirement; further- 
more, due to its porous structure 
it has the advantage of burning 
rapidly, developing a high heat. 
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All large steel plants produce their 
own coke, by distilling or carboniz- 
ing, coking coal in long rows of 
vertical ovens. These are filled 
with crushed coal, about 10 tons 
in each, and heated by burning gas 
in adjacent compartments. In about 
20 hours the volatile matter has 
been driven off; this amounts to 
25 to 35 per cent of the weight of 
the coal, or between 16,000 and 
18,000 cu. ft. per ton of coke pro- 
duced. The hot coke is then pushed 
out of the oven and into a car 
which is immediately drenched 
with water to prevent it from burn- 
ing as it is exposed to the air. 
The hot gases are carried from 
the top of the oven in large mains, 
to coolers and collectors, and val- 
uable by-products are extracted in 
the form of coal tar, naphthalene, 





MILL SUPPLIES © NOVEMBER 10, 1939 


A battery of coke ovens. Coke is be- 
ing discharged into a quenching car 


Further re- 
fining of these yields several thou- 
sands useful derivatives used in the 
manufacture of dyes, explosives, 
fertilizers, solvents, pharmaceuti- 
cals, perfumes, plastics, etc. 

After the by-products have been 
extracted, the gases still remain a 
valuable fuel of high heating value, 
both for domestic consumption and 
for metallurgical applications. 

A large amount of limestone is 
required in the blast furnace pro- 
duction of pig iron, as a flux for 
removing the greater portion of the 
impurities in the ore and the coke. 


benzol, ammonia, ete. 


The limestone, which must be com- 
paratively pure, is prepared by 
cleaning and crushing the rock to 
the proper size. 

\ir is usually not thought of as 
a commodity, yet the quantity of 
air consumed far outweighs all of 
the other raw materials used. The 
oxygen in the air is needed for the 
combustion of the fuels and to as- 
sist in the chemical reactions tak- 
ing place in the various processes. 


(Continued on page 93) 


Blast furnace at night 








CHRISTMAS CARD TIME AGAIN' 


Have you ordered your 1939 cards yet? Better start shopping early ... Time is getting 


short . . . Just to sharpen your wits take a peek at Ross-Willoughby's 1938 number 
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EVERY FALL as the winds begin to 
blow and the football stadiums 
groan somebody always brings up 
the subject of Christmas cards. 
After a lot of fumbling through the 
files, last year’s card emerges. 
Still looks like a pretty good idea, 
too. Unfortunately it’s last year’s 
card and won't ring the bell again 
this Christmas. 

Ross-Willoughby Co., Colum- 
bus, Ohio, solved 1938’s problem 
with the neat little number illus- 
trated on the left. Artist penned 
out this cut-away of Ross-Wil- 
loughby headquarters in black and 
white, dabbed a bit of red here and 
there for emphasis. Everybody in 
the house took a personal interest 
in the mailing of this unusual 
Christmas card. 
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Here’s a shop that any home-grown mechanic would give his eye teeth for—drill press, lathe, miller, bench, and all 


the fixin’s from a home-made hoist trolley to paint brushes. 


This shop represents a good-sized sales total for somebody 


REAPING THE HOBBY DOLLARS 


Uncle Sam cuts working hours and cuts supply salesmen into new markets . . . Don't 


miss the hobby business — it's booming . .. Prospects keep right on buying too 


BY E. J. TANGERMAN, TECHNICAL EDITOR 


PARADOXICALLY, Uncle Sam's 
legislation that shortens working 
hours increases the workman’s ex- 
penses because he’s got to find 
something to do with his spare 
time. Of course, thousands of this 
new crop of hobbyists are turning 
to stamp collecting, photography, 
and similar pursuits, but thousands 
more are continuing to do at home 
what they do in the shop—work 
with their hands. Others are seek- 
ing a relief from office tedium. 
Biggest by far among craftwork 
hobbies is shop work—with home 
workshops turning out candle- 
sticks, bowls, gavels, stools, and the 
like. Popular mechanical magazines 
publish more and more articles on 
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craft subjects, home workshop 
clubs spring up like mushrooms, 
and the local hardware stores get 
requests for such strange items as 
toolposts and drill chucks, “mikes” 
and calipers. 

Right here is your opportunity. 
What have you got that the hard 
ware store hasn't got? You've got 
two big things—first, a knowledge 
of what tool should be used where, 
and second, a complete stock. Why 
then let them pick off the business ? 
Just because they may be closer to 
the center of town doesn’t mean 
anything—the craftsman will go 
out of his way to get a better tool 

if he knows where to go. 

That’s your job—to ferret out 


these home-workshop enthusiasts. 
Find out from the phone book or 
Chamber of Commerce if there is 
a local workshop club. Whether 
or not, direct mail or ads in the 
local papers will reach ‘em and tell 
‘em what you've got. Put on a 
contest with prizes for the best 
this or that. Just show you're on 
your toes and have the stock and 
good prices they'll do the rest. 
You might even start a local club! 

The average home craftsman 
starts in with carpenter tools, then 
graduates to a wood lathe, then 
to a drillpress, metal lathe and 
grinder. The metal-working tools 
are all light-duty, small-capacity 

(Continued on page 96) 













Because of space limitations, most items appearing in 
this department have been reduced to their elemental 
facts through digesting. Where the reader's interest 
is particularly great, we recommend that the article 
be sought out and read in detail in the paper where it 


originally appeared. 


How and When to 
Lubricate Wire Rope 


A wire rope is a machine with 
many moving parts, and like any 
machine, proper lubrication is vital. 

Lubrication of wire rope is initi- 
ated during manufacture and then 
carried on in service. A good lubri- 
cation practice is one of the essen- 
tial parts of any maintenance pro- 





Light lubricants may be applied to ropes 
by hand, using a brush or swab 


gram, but it is difficult to set up a 
program equally effective in all 
cases. The object of any field prac- 
tice should be twofold: to lubricate 
the rope, being certain to obtain 
penetration to the hemp center; and 
to protect against any agent of cor- 
rosion. 

The first step is to clean the sur- 
face of the rope, if necessary, with 
compressed air or superheated steam, 
or a combination of both. 

The choice of suitable lubricant 
for field use may be somewhat dif- 
ferent than that used in the manufac- 
ture of rope. It is not always pos- 
sible to obtain through penetration 
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SALES TIPS 


FROM THE TRADE PRESS 








in field 


applications, 
with the heavier lubricants and pro- 
tectors. However, there are a num- 


particularly 


ber of good lubricants available 
which can be applied with reasonable 
thoroughness, if proper methods are 
used. Equipment necessary for field 
lubrication, and methods by which 
this work is done, will depend, at 
least to some extent, upon the type 
ef lubricant applied. 

Generally heavier lubricants and 
protectors aré applied (usually hot) 
by running the rope through the 
lubricant in a trough or lubricating 
box of some type. Lighter lubricants 
can be applied by hand using a brush 
or swab, or even by a drip lubricator 
for the very light oils. 

Because of the multiplicity of lu- 
bricants, methods of application, and 
lubricating devices, space does not 
permit full discussion.—Power, Octo- 
ber, 1939. 


Low Spirit Selling 


A good many years ago, George 
L. Dyer wrote, “The whole genius 
of salesmanship is buoyancy—the 
ability to stall off mournful tales and 
rejoice with the customer in all 
good things and good prospects.” 

During the last few weeks, I have 
been seeing quite a few salesmen in 
action. Their demeanor on _ the 
whole has suggested the infinite sad- 
ness of a vegetarian at a steak fry. 
Far from exhibiting any ability to 
stall off mournful tales, they dis- 
played a somber air of resignation 
which tended to steer the prospect’s 
mind to thoughts of the bitterness 
and futility of life. Their indicated 
disposition to rejoice in all good 
things and good prospects was as 
that of a short-tailed calf contem- 
plating the onset of flytime. In 
brief, these selling citizens were in- 
dividually and collectively, about as 
buoyant as a bride’s biscuits. 
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Looming largest among possibili- 
ties as to the cause of this parade of 
sour spirits is the likelihood of some 
failing in sales management. 


Is management pressing its sales 
personnel too hard and thereby en- 
gendering discouragement? 

Have sales executives become 
given too much to driving and not 
enough to leadership? 

Is there too much emphasis on 
the so-called science of salesman- 
ship, at the expense of developing 
the art of dealing with human 
nature? 

Has management failed to win 
and hold a fundamental respect for 
its objectives among salesmen? 

Has the individual business failed 
to do a thorough job of selling the 
salesman on the product or service 
he offers? 


These are just a few of the ques- 
tions that today’s sales management 
may find pertinent in inventorying 
the condition of current sales morale. 
There are many others—By David 
I. Rowan, Printers’ Ink, September 
1, I999. 


Organized Calling Pays 


“If you want to sell more, organ- 
ize your territory,” says E. B. Unger 
of the Triangle Electric Co., Chi- 
cago. 

“T have each day’s work so well 
planned and laid out,” says Mr. 
Unger, “that I always arrive at just 
about the same time each trip. 

“In the organization of my work 
so much time is allowed for each call, 
and that always results in a good 
day’s work. Scheduled calls keep 
me hustling, and although I don’t 
walk out on Smith at 1:21 because I 
must see Jones at 1:57, I find I am 
able to do each day’s work on that 
particular day, and finish a good 
week.” 

In following rigid rules for cover- 
ing a territory Unger finds that it 
pays to pick the opportune time to 
call on those dealers who are his 
best customers and work the others 
in as he can. He does not leave the 
small ones to spare time, but it is 
obvious that one must call when the 
buyer is in if he wishes to see him. 

“Regularity of calls insures a bet- 
ter system of selling in that it makes 
the dealer realize that the salesman’s 
time is valuable too,” Unger says. 
“Regularity of calling makes a sales- 
man seem more business-like, and 
instills confidence in the customers. 

“Maybe I am a sstickler for this 
thing of organizing a territory,” he 
adds, “but it is a very important fac- 
tor in selling. In fact, I consider it 
vital to success in this game.”—from 
an article appearing in Wholesaler’s 
Salesman, July, 1939. 


Q YO" 


More About Mill Cutters 


1. What is a rose mill? 


2. Is a slitting saw a milling cut- 
ter? 


3. Over what size is the spiral 
tooth-form used on a milling cutter? 

4. When are helical cutters used? 

5. Why are they used for such 
purposes? 

6. What is the largest stock-size 
helical cutter? 

7. What is a side-milling cutter? 


8. When does a side-milling cutter 
become a straddle cutter? 

9. What’s an arbor-type cutter? 

10. Where are side-milling cutters 
used ? 

11. What’s the difference between 


a “face-milling cutter” and a “stag- 
gered-tooth cutter”? 


12. And what is a 
tooth cutter”? 


13. Why an inserted-tooth cutter? 


14. At what diameter do inserted- 
tooth cutters become economic? 


15. Can you name a couple of 
cutter-blade materials? 


16. What’s a T-slot cutter? 


17. Are there special-shape cut- 
ters? 


“staggered- 


18. How are convex and concave 
cutters sharpened? 

19. In general, how should surface 
speeds of milling cutters compare 
with those of drills? 

20. Are there any exceptions? 


21. What’s the effect of coolant on 
a cutter? 








22. How about rake angle for 
harder, less-ductile (but not brittle) 
materials? 

23. What's the effect of too-great 
tooth thickness ? 

24. Why does too great a spiral 
cause trouble? 

25. To avoid this, how should 
spiral angle be limited? 

(Answers on page 102) 


Sam Supplier Gets Quintuplets 


“Look, Sam,” says his sign-mak- 
ing customer, “that order for a 
square sign didn’t go through. So 
I’ve got a 5-foot square of stainless 
on my hands. I just got an order 
for five square signs that adds up to 
25 sq. ft., the same as the big piece. 
How can I get ’em out of it without 
too much piecing ?” 

Sam went to figuring—and in ten 
minutes or so phoned back the 
answer. How did he do it? 

(If Sam’s figuring is beyond you, 
see page 103) 











It isn't quite what | meant when | said "Rearrange the stock" 
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TEN YEARS AGO IN MILL SUPPLIES 


ACCORDING TO AN INTERESTING ARTICLE BY(SONALIZED” SALES LETTERS TO CUSTOMERS, 
J. HA“ JACK") JOHNSON . PRESIDENT, THE /N—} OFTEN HUMOROUS IN VEIN--- FOLLOWED 
TERMOUNTAIN BELTING €& PACKING CO., ( 5Y DRIVES FOR BUSINESS BY SALESMEN 
DENVER, HECREDITED MUCH OF THE SUCCESS OF 


THIS COMPANY 157 NOW KNOWN As 
HIS ORGANIZATION CAMPAIGNS OF “PER- THE JOHNSON SUPPLY CO. 


La 
yorte® 7 
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"THE HOUSE IS BIGGER THAN THE 
MAN* SAID HENRY A. MADDOCK, 
MADDOCK €- CO,, PHILADELPHIA, IN AN 
ARTICLE STRESSING THE FACT THAT, 
IMPORTANT As WAS THE SALESMAN, 
THE HOUSE DID MUCH TO MAKE 
HIS EFFORTS PRODUCTIVE. 


FRED A.ELLFELOT OF THE ELLFELDT HOWE. & 
MACHINERY SUPPLY cO., KANSAS CITY, MO., TOLD 
HOW His COMPANYS POLICY OF CARRYING 
COMPLETE STOCKS AND MAKING PROMPT 
DELIVERIES BUILT REPEAT BUSINESS 
FROM SATISFIED CUSTOMERS. 


CC Uew-s ITEMS 


EXCEPT FOR REAL ESTATE AND BUILDINGS, 
THE PEDEN IRONY & STEEL CO... HOUSTON. 
TEXAS, BOUGHT THE ASSETS OF THE E.L. WILSON 
CO... BEAUMONT. - 
THE DIXIE MILL SUPPLY CO.,NEW ORLEANS, ES- 
J z TABLISHED A DEPARTMENT FOR CONTRACTORS" EQUIP- 
‘aa : 2 MENT AND SUPPLIES, 
cme ee BELMONT PACKING & RUBBER CO,, PHILADELPHIA 
FOR NOVEMBER was ENLARGED ITS PLANT TO APPROXIMATELY 110,000 59. FT. 
G - 2 we 
Pg dn ap THE OSBORN MFG. CO., CLEVELAND, PLACED A CON- 
THE CHAS.A.STRELINGER TRACT FOR A NEW FACTORY AND OFFICE 
(O., DETROIT, WHO HAD BYVILDING TO INCREASE PRODUCTION AND 
JOINED THAT ORGANIZ- CF FICE SPACE ABOUT 25 PERCENT. 
ATION AS OFFICE BOY ad 
IN 1895 
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NO. 1 OF A SERIES OF “OSBORN BUSINESS BUILDERS” FOR SALESMEN 


Selling is serious business! But that’s all the more reason for “Selling with 
a Smile!” However, a smile needs something to back it up. That’s why 
Osborn introduces “packaged smiles” with a selling punch! « Every month, 
starting now, alert Salesmen of Osborn Distributors will be furnished a 
“pocket-size” package of “Osborn Business Builders.” The one for Novem- 
ber is reproduced here in exact size. e All folders are imprinted with YOUR 
company’s name and address. This is a new kind of direct advertising... 
a definite sales tool . .. planned to establish YOU as a Distributor of Osborn 
Brushes in YOUR territory. « Here’s how the plan works: Your alert 
Salesman sees one or more opportunities in every plant he visits to “talk 
Osborn Brushes.” At the appropriate time, he hands an “Osborn Business 
Builder” folder to the customer or prospect. Or, he may just drop it on the 
prospect’s desk.e The big idea is this: that, properly used, these folders will 
often give a Salesman the “entering wedge” to overcome the too-common 
indifference of many people to the importance of using well-made brushes 
... OSBORN BRUSHES. ¢« This month’s folder features Osborn Floor 
Brushes. Every plant needs them! Next month, a different folder will feature 
a different type of Osborn Brush. « Keep these “Osborn Business Build- 
ers” at work for YOU and watch your brush volume build vr: UP! UP! 





Minutes cost 





more than |, 
In total sweeping costs ia 
g is 


9%... the brush 1%, 


easily cost YOu twice as 
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© do your Sweeping job with 
® worn out of inferior brush 
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WHEEL SWEEPING 
BRUSHES BRUSHES 


FIBRE FLOOR WINDOW BENCH OR UPRIGHT 
L LEANING COUNTER BASS 


BRUSHES BRUSHES BRUSHES BROOM 





NOW IS 





THESE INDUSTRIES ARE RIPE FOR YOUR SPECIAL ATTENTION 


FuRNITURE: Seems like the fur- 
niture builders get busiest at their 
building this time of year—probably 
because fall house cleaning takes off 
the slip covers and shows how bad 
the old pieces really are. If your 
town is a small edition of Grand 
Rapids, take over the catalog pages 
showing wood-lathe tools, electric 
glue pots, sand paper, brushes and 
paint-spray equipment, drills, chisels, 
and anything else primarily made to 
work on wood. Don’t forget belts, 
saw blades and bands, and so on, too 
—somebody might buy some! 


CEMENT: Go out to the gray- 
dusted section of town. Inside you'll 
find grinding equipment, ovens, 
sackers, mixers and the like. It 
takes belts and dustproof motors to 
drive ’em, refractories, hose, boots, 
respirators, and the like to make 
cement. 


Pottery: Here’s a secondary peak 
—the first having come and gone in 
April. Again the demand is for 
belts, transmission, shovels, wheel- 
barrows, hose, racks, casters for 
trucks, refractories and insulation. 


NEWSPAPERS: As soon as your 
Governor decides when he’s going to 
have Thanksgiving, the newspapers 
know when their busy season starts. 
For stores begin to advertise before 
the turkey is cold. Your local news- 
papers may need a dolly or two and 
a chain-hoist to handle paper, a 
ladle for lead, brooms and brushes, 
hose (including gas tubing), and the 
like. They don’t use much—but this 
is the time when they buy what they 
buy. 


Fiour: Hitler jumped Poland as 
soon as his wheat was in. In this 
country, elevators are bulging and 
flour mills are piling up filled sacks. 
That takes lots of motors, reducers, 
belts, shafting, and all sorts of equip- 
ment for the power plant, whether 
it’s steam or diesel. And don’t for- 
get trucks or casters for handling. 


Toots: All kinds of tool plants 
are burning the midnight oil now. 
They’re metal-working outfits, so use 
about everything you sell, even die 
steels, riffler files, bolts, rivets and 
the rest of the special items. 


Exp.osives: To the regular peak, 
probably caused by the imminence of 
the hunting season, must be added 
this year the bulge in anticipation of 
war orders. They want non-spark- 
ing equipment—which means special 
shovels and rakes, belts with lacings, 
and the like. 


Suirts AND CoLiars: Time to 
begin dressing for Fall and Winter. 
Shirt mills need textile knives, round 
belts for sewing machines, box 
trucks, cleaning-up equipment. Many 
are good markets for work lights 
too. 


Beet SucAr: The national sweet 
tooth must be considered, so many a 
poor beet must be ground up and 
converted to sugar. Here’s a market 
for shovels, trucks and mechanical 
transmission, among other things. 


Hosiery: Cold weather speeds up 
the hosiery mills, too. Again, your 
prospects are best for belting, lights 
and such, although they do have to 
have trucks and specialized supplies 
too. Some of the things they'll sug- 
gest if you go by. 


x) SALESMAN’S HOROSCOPE 
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TWIST DRILL AND 
MOR pecans Comers 
NEW BEDFORD, MASS., U.S.A. 


NEW YORK STORE: 130 LAFAYETTE ST CHICAGO STORE: 570 WEST RANDOLPH ST. 
A LN REE CTE RATE AON ARTE SEEM ET TEN ARTES IC SRM OR MOORE NADN NT 
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Extent of the September war-inspired inventory boom on supply 


sales is aptly indicated above. 
sharply from 109 to 125. 


North Atlantic, 


Western districts enjoyed the best gains. 


The Sales Indicator swung up 
Southern and Middle 
That neither total num- 


ber of orders or value per order rose in proportion to the 


Indicator itself is probably due to the fact that not all reporting 


houses ar 
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ORDERS PER WORKING DAY 
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THREE FAST-SELLING 
Allis-Chalmers products are 
included in this picture — 
Lo-Maintenance non-clog- 
ging Quick-Clean Motor... 
Straight Line Automatic 
Motor Base...and the sen- 
sational Vari-Pitch Drive 
with easily adjusted sheaves 
for variable speeds. 















FOR OPERATING A HORIZONTAL CUTTING BAR 
at varying speeds to suit changing conditions, the owners 
of this machine found that the new Allis-Chalmers Vari- 
Pitch Speed Changer with electric remote control was 
just what they needed for increasing production! 


OLD PLANTS WITH OLD EQUIPMENT ARE EX- 
cellent prospects for Texrope products. Here is shown a 
new, modern Texrope Drive with 125 hp Allis-Chalmers 
Lo-Maintenance Motor operating an oldtime lineshaft in 
a midwest milling plant ... and giving new standards of 
low-cost performance. 
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Texrope Drives Offer You Unusual Sales 
Opportunities . . . with a Market as Wide 
as Industry Itself! Find Out How to 
Build Up Your Sales with Allis-Chalmers 
Modern Texrope T 








lere’s a line of transmission equipment that opens new mar- 
kets for you... gives you new customers ... helps you in- 
crease sales to your old customers! 


This is the new, big, sales opportunity that goes with selling 
the Allis-Chalmers Texrope line . .. a line of transmission 
equipment your customers need and are asking for. 


Allis-Chalmers originated the multiple V-belt drive — the 
drive that revolutionized transmission practice . . . and by 
engineering experience and development have kept ahead of 
the field to give your customers the most for their money. 


And don’t forget — aggressive Allis-Chalmers advertising in 
leading business and trade magazines is continually selling 
your customers on Texrope superiority of performance. That’s 
why it’s easier to sell Texrope . . . that’s why it’s easier to 
make new customers with these up-to-date products. 


Increase Sales with Texrope! 


There’s a full line of Texrope equipment for you to sell. Drives 
are available in sizes for every application from fractional horse- 
power up to the largest. The Duro-Brace Sheave and Vari- 
Pitch Sheave are other fast-selling items. And completing the 
line is the new, sensational Vari-Pitch Speed Changer, a real 
money-maker! 


Get the full sales story on the Texrope line . . . how greater 
volume of sales with this line will give you bigger profits! Call 
the district office near you, or write direct to Allis-Chalmers 


for complete details. 
1093 






Ross-Willoughby Buys 
Springfield Warehouse 


Ross-Willoughby Co., Columbus, 
Ohio, recently announced the pur- 
chase of the building which it has 
occupied in Springfield for the past 
ten years. It is of modern brick and 
steel construction containing approx- 
imately 35,000 sq.ft. of space and has 
its own railroad siding. 


Meehan Joins Stacy 


John F. Meehan is now a mem- 
ber of the sales staff of Stacy Supply 
Co., Springfield, Mass. Mr. Meehan 
comes to Stacy with a thorough 
knowledge of industrial distribution 
having been previously associated 
with Hunter & Havens, Inc., Hart- 
ford, Conn., and the Ideal Machinery 
Co., Plainville, Conn. 





Adjoining exhibits of the Charles Parker 
Co. and Millers Falls attracted goodly 
portions of the throngs attending the Cen- 
tral Hardware Co. show in St. Louis 


Hail, hail, the gang's all here! From delivery man to president the whole Tiemann Hardware & Supply Co., St. Louis, came into 


The accompanying picture, snapped shortly after the Boyer-Campbell gang from 
Detroit invaded the Ahlberg Bearing Co. factory in Chicago, shows: Front row, left to 
right—B. J. Baker, Ahiberg, G. Mason and E. Bentley, Boyer-Campbell; F. O. Burk- 
holder, vice-president of Ahlberg; J. F. Phillips, sales manager, Boyer-Campbell; E. 
Baker, J. Payne and R. Morrell, all of Boyer-Campbell, and B. S. Okner, Ahlberg's chief 
engineer; second row—W. Turk, Equipment Marketing Co.; A. Kirkland, T. Wilson, A. 
Brandt and J. Hetzel, all of Boyer-Campbell; C. Nelson, Ahlberg; P. H. Staerk, manager 
of Ahliberg's industrial division; H. Anderson, Boyer-Campbell; C. McCririe, Ahiberg's 
Detroit representative; K. McLetchie, Boyer-Campbell, and C. W. Pearsall, Ahlberg 





Some of the members of the New York Power Transmission Club who came, heard and 
quizzed J. E. Holway, development engineer of the Crucible Steel Co. of America, on 
his straight from the shoulder message on "The Machine Shop in Transitional Stages." 
Club is looking forward to a successful series of meetings this fall 





the open for one last shot at their old location before moving to their new quarters at 2647 Locust Street 


38 


MILL SUPPLIES © NOVEMBER 10, 1939 











RESET 





We never regret the day we gave 
our first order to the Hewitt dis- 
tributor. Now we stick to Hewitt 
hose and belting, exclusively. 
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Back from the Hardware Convention in Atlantic City came Mrs. Ruth B. Walther, sales 
manager of Cedar Hill Formulae Co., New Britain, to tell the boys of the New York 
Hardware Trade Association how to sell. Members of the Wood, Shovel and Tool 
family who gathered around to congratulate her were, left to right: W. W. Wood, presi- 
dent; C. L. Butts, sales manager; Mrs. Walther; H. F. "Flick Gilliam, export manager; 


B. B. Wood, assistant sales manager; Bob Doti (Igoe Bros.); and W. B. Wood, assistant 
Starting at high noon Saturday, Sept. 16, treasurer 


the Amigos, salesmen's club of Syracuse, 
played host to 60 visiting firemen from 
Central New York P. A. Association. 
After a strenuous day of high jinks, some 
of the Amigos and guests are shown un- 
laxing before trophy presentation 





Reasoner Tool & Supply 
New Boston Distributor 


A. E. Reasoner is the owner of a 
new supply house at 144 Pearl St., 
Boston. The organization, Reasoner 
Tool & Supply, opened for business 
in June of this year and has ex- 
perienced mounting volume with 
each succeeding month. 

The firm will endeavor to special- 
ize in grinding and cutting tools only. 
At present it stocks and sells such Demonstrations at Chicago Wheel & Manufacturing Co. booth proved magnets for 
lines as Lenox hacksaw blades, attracting large groups of people throughout Central Hardware Co. exposition in St. Louis 
American grinding wheels, Van 
Dorn electric tools, Carson-Newton 
files, Atlas abrasive papers and cloth, 
Putnam end mills, Whitman-Barnes 
drills and reamers, Double Power 
belt grip and Greenfield taps and 
dies. 

Mr. Reasoner is well known to the 
industrial trade in Boston, having 
been associated formerly with Butts 
and Ordway and with the Chase, 
Parker Co. Two of his salesmen, 
F. G. Munn and E. A. Rice, who will 
cover Boston and vicinity, formerly 
sold for Dodge-Haley in Cambridge. 








Bright to New Post 


Joseph C. Bright has been placed 
in charge of the mill supply depart- 
ment of Bright & Co., Reading, Pa. 
Mr. Bright has had four years ex- 
perience in the hardware division of 
the firm, one of which he functioned 
in the capacity of purchasing agent. 





A few rubbers of bridge and a lot of horseplay was the order of the day at the L. A. 
Benson Co. picnic held outside of Baltimore. Some of the Benson men shown are: 
C. C. Richerds, Keith Doessel, Eddie Horgan, Gaily Stifler, John Manton, George Klyski, 





F. L. Herron formerly in the mill George Neserke. Manufacturers’ men: Lou Musser (Abrasive), H. L. Pruner (Ameri- 
supply department is no longer con- can Saw), Depro (Hewitt Rubber), A. J. Gumper (Fyr Fyter), Davis (Graton & Knight), 
nected with the firm. ~ and J. J. McCann (J. H. Williams) 
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HERE IS THE 
PRODUCT 


HERE’S WHERE 


* 4 


Any screw-using plant is a prospect. Acceptance among 
the automotive, aircraft, electrical, transportation, wood- 
working, metal working, plastics and allied industries has 
been proven by an independent survey which pointed 
out that 92% of the industrialists surveyed know 
about the advantages of the Phillips recess. 





HERE’S HOW 


Tell them about lower assembly cost (averaging 50% 
less time)-— due to greater speed of driving. Driver 
can’t slip from recess, so faster driving is safe. 


HERE ARE SOME 
APPLICATIONS 





fs Greater holding power — screw sets up tighter without 
s burrs or split head. 
3 Improved appearance. 
Any number of firms in your territory can be switched to American 
PLUS Screws. Don’t forget to talk — “It costs Less to Use American 
? os cS PLUS Phillips Screws.” 












AMERICAN PkUS SCREWS tte 


with the patentec Pay recessed head §=—_ W000 scREWs 


Copyright 1998 by American Serew Co. MACHINE SCREWS 
SHEET METAL SCREWS 
STOVE BOLTS 


and a complete line of 
allied fastening devices. 









U. S. Patents on Prodoct and Methods Nos. 2.046,343; 
2.046.837. 2,046,839; 2,046,840; 2,082,085; 
Chicago Office ond warehouse: 219 W. Randolph St, 
Reading Screw Company, Norristown, Pa. 
(division of American Screw Co.) 


2,064,078; 2.084.079: 2,090.338. Other domestic and 
Foreign Patents Allowed and Pending. 


Detroit Office & Warehouse: 1847 W. Bethune St. 
Pacific Coast Representative: Osgood & Howell, 
Los Angeles, Seattle, San Francisco 


IT COSTS LESS TO USE AMERICAN PLUS PHILLIPS SCREWS 
AMERICAN SCREW COMPANY * PROVIDENCE, RHODE ISLAND 
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CRASHING THROUGH 


3 Guaranteed to Equal any Hack- 
saw Blade Made Today, on Any 
Job, Any Time, Any Place. 


Cut for Cut, Blade for Blade, 


THE WOLVES OF LENOX 
Quality and Uniturmity More 


Than Hold Their Own 
The Complete Line 
“HIGH SPEED" 
“MO-SPEED" 
“TUNGSTEN” 
“SUPER-FLEX" 
You BUILD Your PROFITS and 


PRESTIGE When You SELL 


m LENOX WOLVES. 


AMERICAN SAW & MFG. CO. RAN 


Springfield, Mass. 
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New Home For Tiemann 
Hardware & Supply, St. Louis 


Tiemann Hardware and Supply 
Co., St. Louis, which has been gradu- 
ally expanding its industrial activi- 
ties, has occupied new quarters at 
2647 Locust street. 

The Tiemann company, formerly 
at 210 Walnut street, is now housed 





Walter E. Tiemann, vice-president and 

treasurer; Otto H. Tiemann, president, 

and E, H. Sachleben in front of Tiemann 
Hardware and Supply's new home. 


in a five-story structure which is 
near an important industrial section 
of St. Louis and is ideally suited to 
the organization’s mill supply opera- 
tions. New steel shelving and other 
modern equipment have been in- 
stalled and the interior of the build- 
ing has been rearranged and re- 
decorated. Attractive display rooms 
are a feature. A private drive along 
the east side of the building provides 





Otto H. Tiemann, Walter H. Tiemann 
and E. H. Sachleben give new neon 
sign the “once over". 


good loading and parking facilities 
and the rear of the structure is on a 
public alley, which likewise provides 
loading accommodations. The Tie- 
“mann firm has also occupied a one- 
story warehouse with 3600 square 
feet of floor space. 

Industrial activities of Tiemann 
Hardware and Supply were given 
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That Is Self-Selling—Once Used 
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ELF-SELLING because it is service- 
S giving. And Manhattan makes hose 
for every service, hose the performance 
of which outweighs price by making 
cost, in fluid or material handled, low; 
by withstanding abrasion, exposure, 
sudden surges of pressure and fluctua- 
tions of temperature. 


81 kinds of Manhattan Hose for 81 types 
of service—therefore 81 sales opportu- 
nities for you—sales and repeat sales — 
new profits and recurring profits. 


To sell Manhattan products is to have 
a franchise to both satisfaction and 
profit. Write for details. 





PRODUCTS 
Compensated Belt Fire Hose Steam Hose 
Conveyor Belt Garden Hose Water Hose 
Standard Belt Hydraulic Hose Air Tubing 
V-Belt Oil & Gasoline Hose Dredge Sleeves 
Acid Belt Packers Hose Chute Lining 
Air Belt Paper Mill Hose Launder Lining 
Brewers Hose Sand Blast Hose Industrial Brake Lining 
Contractors Hose Sand Suction Hose and Brake Blocks 
Creamery Hose Spray Hose Textile Mill Specialties 
OTHER MANHATTAN PRODUCTS 

Suction Hose Washers 

Oil Hose Molded Rubber Goods 

Other Grades of Hose Oilless Bearings 

Packing Belting of Every Description 

Matting Molded Hose for Every Service 

Pump Valves Abrasive Wheels 

Tubing Bowling Balls 


THE MANHATTAN RUBBER MFG.DIVISION 


OF RAYBESTOS-MANHATTAN, INC. 
EXECUTIVE OFFICES AND FACTORIES 
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A common bond makes 
an uncommon market 


You consistently sell your Allen customers more of what 
they want in a Hollow Screw. More strength, more value, more 
economy by saving machinery tie-ups in their plants. 

Your customers expect continuous improvement in Allens, 
because three decades of getting this thing has developed the 
habit of looking for it, — not once as in marketing a “new” 
hollow screw, but always in keeping it new. 


What has this buyer-attitude built for you? It has built a 
MARKET of like-minded men, brought together and held to- 
gether by a common bond of progressiveness; 


— And apparently of a single mind as to where they see 
progressiveness in hollow screws! 


THE ALZEN MEG. COMPANY 


HARTFORD, CONN. U.$.A. 
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an impetus recently by purchase of 
the business of E. H. Sachleben and 
Co. E. H. Sachleben, who was head 
of the latter organization, is now 
with Tiemann in a sales capacity. 
The industrial sales staff at the pres- 
ent time consists of four men work- 
ing under the direction of Henry 
Vogts, sales manager of the indus- 
trial division. The company plans 
to add at least two more industrial 
salesmen before the first of the year, 
according to Walter E. Tiemann, 
vice-president and treasurer. 
Tiemann Hardware and Supply 
recently issued two interesting fold- 
ers. One, in connection with the 
change of address, carries a small 
sectional map, showing the new lo- 
cation, a picture of the building and 
a partial list of products stocked and 
sold. The other, entitled “44 Years 
Complete Satisfaction and Friendly 
Relations,” carries a reproduction of 
a highly commendatory longhand 
letter from the company’s oldest cus- 
tomer as well as of the Tiemann 
reply. The circular is set off by a 
picture of the Tiemann organization. 


Schramm Announces 
Two Appointments 


George B. Comfort, who has been 
associated with Schramm, Inc., West 
Chester, Pa., since 1924, has been 
named manager of sales promotion. 
Mr. Comfort has served as both fac- 
tory manager and manager of engi- 
neering sales for Schramm. 

Joseph E. McGrogan was recently 
named manager of the Schramm de- 
partment of Equipment Rental Co., 
Philadelphia. Mr. McGrogan has 
been associated with Schramm since 
1918, most of the time as office man- 
ager of the Philadelphia branch. 








Balmy days have come and gone and 
here is positively the last summer pic- 


ture. The one at the bottom is Carl 

Meister, field sales manager of Allen 

Mfg. Co., striking a pose outside his 
residence in Huntingdon Valley Pa. 




















A Yale SELLING Story 


Stress safety—and you'll help the sale. This month we're doing just 
that with the illustration above. Appearing in leading trade publica- 
tions throughout the country—it is pointing out to your customers the 
safety value of the Steel Safety Hook. And is highlighting the point 
that both hook and hoist can be bought only through Yale distributors. 


Get the most out of this advertising cooperation. On your next hoist 


contact make it a point to mention the Safety Hook—explaining its 
three outstanding features: 


1) It gives visible warning when overloaded . . . opening 
slowly—without fracture—before any other part of the 
hoist is strained. 


2) It is guaranteed to stand up to 150% of its rated capacity 
without changing dimensions. 
3) It is swivelled on heavy duty totally enclosed ball bearings 


and swung fore and aft on a cross head—providing uni- 
versal movement at any angle. 


Then bring out the 10 points of superiority that has made Yale the 
largest selling chain hoist in the world. They’re 10 clinching arguments 
that do a selling job. 


Capacities 
300 Ibs.— 40 tons 


oo @+\ : E ... THE YALE & TOWNE MFG. CO. 
PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S.A. 


IN CANADA: ST. CATHARINES, ONT. 
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“PALMETTO” 


REG. TRADE MARK 


PACKING 


From the fire box to the smoke 
stack “PALMETTO” is used for 


every boiler room requirement. 


ONE PACKING FOR 
ALL SERVICES 








ALM 





E APALMETIOS.. 





High quality and dependable per- 


formance have built up a large 


consumer demand for “PALMETTO” 


Write for data on our entire line of 


lubricated packings. 


GREENE, TWEED & Co. 


Sole Manufacturers 


101 Park Ave. New York, N. Y. 
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It was Monday morning—and all that 
goes with it—but H. S. Bicknell (right), 
Bicknell Manufacturing and Supply Co., 


Janesville, Wisconsin, and his busy 

counter salesman, Richard Rupnow, be- 

ing courteous hosts, obligingly posed for 
the camera hound 





Syracuse Amigos Played Host 
To Central New York P. A.'s 


On Saturday, September 16, the 
Amigos—salesmen’s club of Syra- 
cuse, N. Y.—played host to 60 mem- 
bers of the Central New York Pur- 
chasing Agents Association. High- 
light of the affair was the soft ball 
game for the loving cup donated 
for the first time by Amigo President 
Jack Burns (Burns Bros.). The 
P. A.’s kept their slate clean by cop- 
ping the game and thus gained pos- 
session of the trophy for one year. 

After the noon repast, a series of 
games and sports got under way fea- 
tured by the ball game between the 
Amigos and the P. A.’s. Due to the 
efficient umpiring of Amigo George 
Yells (Baldwin-Hall) and Jack 
Burns plus the lusty cheers of P. A. 
cohorts Harry Cork (Easy Washing 
Machine), Lew Saunders (New 
Process Gear), P. A. President C. 
H. Kissel (Goulds Pumps), and 
Frank Quinn, P. A. secretary, the 
P. A.’s took the decision. After the 
game they were presented with a 
beautiful loving cup—made from a 
one-quart Dole Pineapple juice can. 

Other games included a horse-shoe 
pitching, egg-throwing — someone 
rang in a hard boiled egg in this 
game and won hands down—golf- 
ball driving contest which was won 
by P. A. Jerry Walsh (Dunning & 
Boschert). A few of the lads whiled 
away the afternoon with a game of 
whist. 

The committee who arranged the 
outing this year were Amigos: Bob 
Edwards (Drennan Hardware), 
chairman; George Yells (Baldwin- 
Hall) ; Leo Joh (Burhans & Black) ; 
Ralph Beardsley (Morse Twist 
Drill); Jim Gartland (Pittsburgh 
Paint) ; and Paul Roddy (Nicholson 
File). 
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better product. 


“VULCAN” HOIST HOOKS are drop-forged from selected steel, 
specially heat-treated for maximum strength and toughness and to 
reduce liability of breakage. Shank and Eye patterns up to 25 tons 
capacity. “Vulcan” Hooks are identified by their orange tip. 


“VULCAN” EYE BOLTS are drop-forged from tough selected steel 
and are similarly heat-treated. Plain and Shoulder patterns, shanks 
blank or threaded, in a complete range of sizes up to 16 tons 
capacity. 
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@ Williams’ “VULCAN” trademark on any drop-forged tool or 
specialty, is a reliable safety symbol. And that to progressive dealers 
is a guarantee of customer satisfaction. Every “Vulcan” Hoist Hook 
and Eye Bolt is proof-tested to 50% beyond its rated “safe working 
load.” You can sell Williams’ “Vulcan” specialties with the absolute 
assurance that your competitors never can offer your customer a 
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HEADQUARTERS FOR 
“C” CLAMPS PIPE VISES PIPE TONGS 
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225 LAFAYETTE ST., NEW YORK 
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Here’s a Real “SET-UP 
For the Right Sales Set-Up! 





@ Our recent announcement that Lyon’s nationally famous 
line of Shop Equipment will now be marketed through qualified Mill 
Supply Jobbers produced a most enthusiastic response. But the opportun- 
ity is still open in some desirable territories. Get the full details of our 
worthwhile jobber proposition at once and determine what business- 
expanding opportunities it offers for your sales set-up. 


For nearly forty years, Lyon Metal Products, Incorporated, has been 
building steel shop equipment of high quality and efficient design. 
The present line is unusually complete. It includes tool cabinets, shop 
benches, tool toters, shop desks, bar racks, lockers, parts and supply bins 
and a wide variety of other easy-to-sell units... all well known and widely 
used throughout industry. 


Write today for 16-page catalog, full details on our new selling policy, 
and our plan for practical sales cooperation with qualified jobbers. 


LYON METAL PRODUCTS, INCORPORATED 


5311 River Street, Aurora, llinois 











LYON METAL PRODUCTS, INCORPORATED, 
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Nelson Machinery Acquires 
Area On River Bank 
Nelson Machinery Co., Green 


Bay, Wisconsin, distributor, has 
taken over and is improving 60,UvU 


H. J. Nelson, president of Nelson Ma- 
chinery Co., at door of boiler shop on 
newly acquired property 





square feet of property on the banks 
of the Fox river and very close to 
its main office and warehouse at 119 
North Pearl Street. 

This property‘ig being occupied by 
the company’s boiler shop, boiler 
yard and pipe shed. A boiler shop 
and pipe shed have been erected and 
a new storage warehouse is to be 
built. A building already on the 
property when it was acquired is to 
be used as a garage for the Nelson 
company’s trucks. 


4 
Klinger-Dills Expands On 
Construction Equipment 


Klinger-Dills Co., Dayton, Ohio, 
now has an additional warehouse to 
handle its construction equipment and 
machinery. The firm reports a 
higher volume of business for this 
heavy equipment. Don A. Kranz is 
manager of the construction equip- 
ment division, assisted by Charles L. 
Baker. The firm, a distributor of 
Chicago Pneumatic Tool Co., re- 
cently inaugurated a sales and rental 
service on compressors and tools of 
this firm. 


Osborn Appoints 


C. W. Titgemeyer, vice-president 
of Osborn Mfg. Co., Cleveland, 
Ohio, has announced the appointment 
of J. G. Gammel as assistant adver- 
tising manager. Mr. Gammel comes 
to the Osborn organization from 
New York City where he was asso- 
ciated with some of the leading ad- 
vertising agencies. 
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Once Again! Your increasing sales 
need a LARGER Skilsaw Plant! 





é 








SKILSAW TOOLS ARE SOLD 
EXCLUSIVELY THROUGH 
RECOGNIZED DISTRIBUTORS 


SKILSAWS oon... cccecccseceeesesee 9 Models 
e 

SKILSAW DRILLS .... 
e 


SKILSAW DISC SANDERS... 3 Models 
2 


cecsseeeeel Models 


SKILSAW BELT SANDERS... 3 Models 
e 

SKILSAW BLOWERS ........... . 5 Models 
a 


SKILSAW BENCH 
GRINDERS ..................0.......-. 7 Models 


* 
SKILSAW HAND GRINDER 
* 


SKILSAW “RKOTOGLIDE” FLOOR 
SANDER 
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THIS NEW ADDITION NOW BEING BUILT 
WILL INCREASE OUR CAPACITY 40% 





Although it’s just a year since we moved into our larger 
plant, constantly increasing orders from SKILSAW Distributors 
have already made our new quarters too small. This addition, 
which will increase our production capacity by 40%, insures 
that you and your customers will be promptly served on all your 
complete tool requirements. 


This is the best proof we can give you that SKILSAW TOOLS 
have won consumer acceptance . . . and that our aggressive pro- 
gram of new product development, advertising and field co- 
operation is bringing steadily increasing sales and profits to 
SKILSAW Distributors! 


SKILSAW, INC., 5033-43 Elston Avenue, Chicago 


36 East 22nd St., New York—182 Main St. Buffalo—52 Brookline Ave. Boston—15 S. 21st 
St., Philadelphia—2124 Main St., Dallas—91% Union Street, New Orleans—1253 South Flower 
Street, Los Angeles—2065 Webster Street. Oakland—29 North Avenue N W., Atlanta 


Canadian Branch: 85 Deloraine Avenue, Toronto 
{ : ~ 
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Se TRON GRINDERS 
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ALL youR “COMEBACKS” 
——___>____—————_—_—— 


wilt BE FOR" MORE “ 


LE 
CAPITAL "RED CAPS’ 


“Comebacks” are welcome to the dealer who sells 
CAPITAL “RED CAP” Industrial Brushes and 
Brooms. 














Customers always come back where 
they get the best value for their money and when 
replacements are needed they immediately think 
of CAPITAL “RED CAPS.” 


Here’s a line that works for you 
day in and day out—here’s a line 
that is modern, practical, and 
complete—here’s a perfect line 
for profitable Industrial brush 
and broom sales. Our distributor 
policy gives you protection in 
your territory—needed sales help 
—a good margin of profit. Push 
the CAPITAL “RED CAP” line 
of Industrial Brushes and Brooms 
for sound, repeat business. 















‘| RED. CAP 
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Atlantic City Hardware 
Convention Draws 1,700 


Hardware manufacturers, whole- 
salers and guests, some 1,700 strong 
gathered at Atlantic City, October 
16-19 to discuss problems of their 
industry and other important related 
subjects. 

Charles R. Hook, president of 
American Rolling Mill Co., speaking 
before the American Hardware 
Manufacturers’ Association answered 
the question to his address, “What 
Can We Do to Save the Private 
Enterprise System.” Taxation; 
American foreign policies; current 
economic problems and activities in 
Washington were subjects discussed 
at the hardware manufacturers’ ses- 
sions. At the closing session the 
manufacturers passed a_ resolution 
entitled, “A Statement of Position” 
which dealt with the false charges 
that American industry wants war. 

Mark Lyons, president of Mc- 
Gowin-Lyons Hardware & Supply 
Co., and president of National 
Wholesale Hardware Association 
spoke before his group on “Strength- 
ening the Wholesalers’ Position in 
This Period.” Prescribing _ pre- 
cautionary measures during this 
critical time of war in Europe he 
said, “I feel it is highly important 
that all of us keep our feet firmly 
on the ground. Our interests will 
be much better protected if we avoid 
panicky, ill-advised action, seeking 
always in the uncertain period that 
may be ahead of us, to fortify our 
position and strengthen our ties with 
our sources of supply and customers.” 
Problems of distribution was an im- 
portant subject discussed at the 
wholesalers’ meetings. 

At the respective closing sessions 
of the National Wholesale Hard- 
ware Association and the American 
Hardware Manufacturers’ Associa- 
tion both organizations reelected all 
officers. 








The Lufkin Rule Co. display and that of 

Carborundum “right next door” never 

lacked attention from visitors to Central 
Hardware Co. show in St. Louis 








ONE OF THE REASONS why MAZDA lamps made by Gen- 
eral Electric give more light in 1939 is the improved tung- 
sten filament that burns brightly inside the lamp. Finer than 
a human hair, it is coiled into a tiny spiral, then magnified 
60 times for final inspection. Below 

(top to bottom) a coiled filament, a 

human hair, an uncoiled filament. When 

you buy G-E MAZDA lamps you are sure 

of getting the benefit of the latest im- 

provements in lamp bulb manufacture. 

General Electric Company, Nela Park, 

C.eveland, Ohio. 




















GENERAL @ ELECTRIC 


MAZDA LAMPS 
They stay brighter longer 
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— they will 
all add to your 
profits during the 
next few months 


IMPERIAL 
FITTINGS 


@ The Impe- 
rial set-up on 
fittings plus 
the practical 
sales aids en- 
able the sup- 
ply house to 
develop this business with minimum 
effort and to service customers’ or- 
ders with maximum profit. 

The Imperial line includes Hi-Duty, 
compression, S.A.E. flare, inverted 
flare and solder fittings to solve any 
connection problem in copper, Shel- 
by, aluminum, Bundy, Bundy Weld, 
Monel or steel tubing. 


TUBE WORKING TOOLS 


@ This Impe- 
rial tube cutter 
is widely used 
by service and repair men and for 
industrial work. The tube rests 
against two rolls, with vertical 
groove, making it possible to re- 
move flare, when desired. Brass 
forged body, chromium plated finish. 
Knurled handle. Complete with 
reamer. 

No. 174-F—For 3/16" to ¥%" O.D. 
tubing. List each.......... $2.75 





@ This Impe- 
ao rial flaring tool 
flares copper 
or brass tubing to make S.A.E. joints 
without cracking or splitting tubing. 
Perfect flares prevent leakage and 
can be made in less than thirty 
seconds. 


No. 93-F Fiaring Tool, complete 
with ber and yoke. 
Be MOO cbveccceseesece $3.00 


open side “i 

bender; can be used to make bends 
at end or any part of tubing. Espe- 
cially handy where tubing has been 
partially connected. Form is calibrat- 
ed to show degree positions so that 
duplicate bends may be made. 
Four sizes for 3/16", Vs", 5/16", 
Ye", V2", Ye" and ¥%" O.D, Tub- 
ing: List prices $2.95, $3.25, $3.50, 
$3.75, $5.25, $7.50 and $9.00. 











@ TheNo. 364-F 
Imperial Hand 
Tube Bender is 
































































































No. 1178 WELDING OUTFIT 


@ The new Imperial No. 1178 Outfit 
has the improved heavy duty type 
regulators. Improved torch balance 
—a new mixing principle with indi- 
vidual taper seating mixer for each 
tip. Designed for cooler operation 
. +. . MO gas starving even on the 
largest jobs. . 

Imperial No. 1178 Welding Outfit 
as shown above. List... ..$57.00 
With Cutting Attachment added, 
No. 1178-C. List......... $77.00 




































No. 32 HI-DUTY 
SOLDERING AND 
BRAZING OUTFIT 
@ This is an 
all - purpose 
outfit. Fur- 
nished com- 
plete with 4 
different soldering tips and a solder- 
ing iron, all used inter-changeably 


“on the torch handle. Excellent for 


use with solder fittings. Torch con- 
sumes acetylene only, the tips draw- 
ing oxygen from the atmosphere. 

No. 32 Hi-Duty Ourfit. List. .$8.95 






IMPERIAL 
MOLYGATE 
@ Don't pass 
up this new, 
revolutionary 
dispenser for 
lubricating oils 
and other vis- 
cous liquids. 
Flows faster, 4 

shuts off quicker without dripping, 
will not leak, can be locked and 
sealed. Directs flow straight down. 
No. 271-G ¥"1.P.T., List, ea.. $1.10 






IMPERIAL AIR NOZZLE 


@ This air noz- 
zle has wide 
use in shops 
for blowing 
dirt and metal chips and for clean- 
ing machines and blowing out tubing 
lines. 

No. 42-A Air Nozzle. 

| a errr $1.50 


IMPERIAL 4idustrial Products 
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After many years in the brush industry 
and particularly with Milwaukee Brush 
Mfg. Co., F. P. Spratt has retired 
and is being succeeded by Philip 
V. H. (Alphabet) Gerdine. Mr. Gerdine 
wil) headquarter in St. Louis and travel 
states west and southwest of the Missis- 
sippi. Pictured with him is George 
C. Spratt (left), sales manager of Mil- 
waukee Brush Mfg. Co. Mr. Gerdine 
has had former experience in the brush 
industry 





Boyer-Campbell Company 
“Gets Its rings" 


Members of the sales staff of the 
Boyer-Campbell Co., well known De- 
troit supply house, met recently with 
representatives of the Ahlberg Bear- 
ing Co. in Chicago to review Ahl- 
berg’s manufacturing plant and dis- 
cuss sales promotion plans. 

This meeting, in keeping with the 
Boyer-Campbell policy of enlighten- 
ing its organization thoroughly on 
newly adopted lines, was designea 
primarily to endow the salesmen with 
engineering and sales knowledge con- 
cerning Ahlberg anti-friction bear- 
ings. 

Features of the meeting, held in 
the Ahlberg plant, included addresses 
by F. O. Burkholder, vice-president 
of Ahlberg Bearing Co., on the sub- 
ject of marketing, and by B. S. 
Okner, Ahlberg’s chief engineer, on 
technical phases of bearing produc- 
tion. The conference was concluded, 
following luncheon, with a detailed 
demonstration of the Ahlberg mount- 
ed unit line (pillow blocks, hangers, 
and so forth) by Charles Nelson, as- 
sistant chief engineer. 

“It is of paramount importance 
that our boys be well schooled in 
production methods and _ technical 
features of specialty lines,” said J. 
F. Phillips, sales manager for the 
Boyer-Campbell Co., in expressing 
the gratitude of his entire staff for 
the cordial treatment received. “To 
this end our visit was highly suc- 
cessful and should enable us to dis- 
charge the duties of our anti-friction 
department intelligently.” 

The Boyer-Campbell Co. boys also 
enjoyed festivities arranged for them 
at the Olympia Fields Country Club. 
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.. YUCK SAUCE GLASSES 
"aia a. na CORNING GLASS WORKS, CORNING, 1. ¥. 


Corning Glass Works 
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SKF DISTRIBUTORS 
ARE BACKED BY 


PEA UM ILE 


® DLS Distributors easily win friends 
and influence their customers by pointing to the performance 


records of &);S! Bearings and Transmission Appliances. . 


(we 


to SULGLF’ savings of 15% to 35% in power and thousands 
of dollars per year in lubrication and maintenance. Perform- 
ance that makes economies for your customers makes repeat 
orders and repeat profits for you. Remember that the next 
time you plan to order bearings. SUUG!F 


Industries, Inc., 


Front Street and Erie Avenue, Philadelphia, Pa. 


aK 


TRANSMISSION APPLIANCES 


4100 









puns 
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The Billings and Spencer exhibit, fore- 
ground, hit visitors “right in the eye” as 
they entered the doors at Central Hard- 


recent industrial show in 


St. Louis 


NEW LINES 
taken on by 


ware Co.'s 


Distributors 


META! 
ATLANTA, GA., is 
products of 
Corp., 
Corp. 


& Suppiy Co., 
now stocking 
Allegheny Ludlum 
and Forging & Casting 


PEERLESS MiILt Supprty Co., Bur- 
FALO, N. Y., is now a distributor 
for the Skilsaw line of portable 
electric tools. 


Kiincer-Ditts Co., Dayton, Onto, 
is now a distributor of tools of 
Chicago Pneumatic Tool Co., 
Link-Belt Co. and C. M. C. Co. of 
Waterloo, lowa. 


Stacy Suppry Co., SPRINGFIELD, 
Mass., has been appointed a dis- 
tributor for Shakeproof Lock- 
washer Co. and Stow Mfg. Co.., 
manufacturers of flexible shaft 
equipment. 


STANDARD MACHINIsTS Suppty Co., 
PITTSBURGH, PA., is now stocking 
the complete line oj gears, speed 
reducers and power transmission 
equipment of Ohio Gear Co. 


LouisviLtLE Mitt Suprty Co., 
LoutsviLteE, Ky., and M.D. 
LarKIn Co., Dayton, Onto, have 
been appointed distributors for the 
T. B. Wood's Sons Co. line of 


power transmission machinery. 


CAREY MACHINERY 
BALTIMORE, Mp., 


& Suppty Co., 


is now stocking 
























An 


— NEW — 
@ WOOD’S CATALOG No. 82 
Author qZ ty ready for distribution. 


Speaks ! 











The new 


WOOD’S 
CATALOG 


No. 82 
is packed with 
facts concerning 
modern POWER 
TRANSMISSION 
MACHINERY. 


It is a comprehen- 
sive TEXT BOOK 
—<dealing with effi- 
cient power trans- 
mission equipment 
and methods. 


Engineers and users 
of machinery should 
have a copy in their 
files for ready refer- 
ence wherever power 
is mechanically trans- 
mitted. 


TO—MILL SUPPLY 
DEALERS 






4 cad 
s 
SCCCCCSSE SESE eeeeeeeeseEeeeEEeeeRe 






The Wood’s Sales Fran- 
chise is valuable. A few 
desirable territories are 





SEND FOR YOUR FREE COP) 





still available. Get your I. B. WOOD'S SONS COMPANY, Chambersburg, Pem 
copy of catalog and details : 
. NAME 
of our sales plan. : 
® TITLE 
Est. 1857 : 
# COMPANY 
T. B. WOOD’S SONS COMPANY : enti 
Chambersburg, Pennsylvania : M. 8-11 
BUILDERS OF THE BEST IN POWER TRANSMISSION MACHINERY 5 MAT I] rHIS COUPON! 
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TRAP SALES 
SKYROCKETED 
WITH YARWAY 





Mr. C. E. Hockenbrocht of 
George F. Motter’s Sons, York, 
Pa., says: 


“Our Trap sales skyrocketed 
soon after we took on Yarway 
Traps and tied in our sales 
efforts with Yarway publicity. 
Repeat orders are repaying us 
many times over for the origi- 
nal selling we did in many 
plants as more and more of 
our customers are standardiz- 
ing on Yarways.” 
” 


Write for details. 


YARNALL-WARING COMPANY 
MERMAID PLACE, PHILADELPHIA 
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“Weldolets” and “Threadolets” of 
Bonney Forge & Tool Works. 


ARAPAHOE Bettinc & Suppty Co., 
DENVER, COLO., is now exclusive 
distributor in the Denver area for 
industrial rubber products of Ther- 
moid Co. 


Hotuis & Co., Littte Rock, ARK., 
was recently appointed a distrib- 
utor of Keystone grease. 


TIEMANN HaArpWArE & Suppty Co., 
St. Louis, has taken on represen- 
tation of the Boston Woven Hose 
& Rubber Co.’s mechanical rubber 
goods line. 


MANUFACTURERS SUPPLY Co., 
GRAND Rapips, MICH., 1s now a 
distributor of “Ovalhole” packing. 


ESSMUELLER MILL FuRNISHING Co., 
Kansas City, Mo., 1s now han- 
dling gravity conveyor and ware- 
house trucks manufactured by 
Rapids-Standard Co. and metal 
shop furniture and equipment of 
Lyon Metal Products, Inc. 


PARKER SALES Co., Peoria, IIl., and 
von Hamm-Young Co., Lid., 
Honolulu, T. H., are now handling 
“Lubriplate” lubricants of Fiske 
Brothers Refining Co. 


South American Firm 
Seeks Additional Lines 


Manufacturers who may be inter- 
ested in securing additional distribu- 
tion of their products in South 
America, especially Chile, should 
communicate with the firm of Vila- 
plana, Cahis & Cia., Casilla No. 352, 
Santiago, Chile. 

This Chilean importer andshard- 
ware dealer is desirous of securing 
exclusive distributorship of all kinds 
of hardware and industrial supply 
products. The company has several 
branches throughout Chile and is 
said to be an efficient sales organ- 
ization covering the whole country. 








A "shot" through the crowd at part of 

the many visitors viewing the L. S. Star- 

rett display at Central Hdwe. Co.'s re- 
cent industrial show in St. Louis 
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DRIVE 


PHILLIPS 


Recessed Screws 
with 


“YANKEE 


QUALITY 
SCREW DRIVERS 






















— Two Styles — 

HEAVY DUTY 
and 

REGULAR 


HEAVY DUTY 


- 901-1 Point 
. 902-2 Point 
. 903-3 Point 
. 904-4 Point 


REGULAR 
. 941—1 Point 
. 942-2 Point 
. 943=3 Point 
. 944—4 Point 


“YAN KE E”’ 
PHILLIPS BITS 
for use in all 
“YANKEE” SPIRAL 
SCREW DRIVERS 


No.3 POINT 
PHILLIPS LIC.3 Patent Nos. 2046837-2046840-2066372. 
“Yankee” Phillips screw driver blades and 
bits are of special alloy steel; the best ob- 
tainable for the purpose. They are hardened 
and tempered to the proper degree for the 
driving of Phillips Screws, including the 
sheet-metal, self-tapping types of screws 
which are being used very extensively. 

Write us for further details. 
NORTH BROS. MFG. 
Dept. ML Philadelphia, U.S.A. 


co. 




















HAMMER LINE 


Broadens Markets—Makes Selling Easier! 


The Van Dorn Hammer line with its four 
new and improved models opens up count- 
less sales opportunities for you— first, be- 
cause Hammers save time, labor and costs 
on hundreds of construction, maintenance 
and alteration jobs—secondly, because they 
have such wide application in so many fields 
and industries. Here are but a few of the 
places for you to push these versatile tools: 
Industrial plants, mines, demolition com- 
panies, tree surgery outfits, railroad yards, 
building construction firms and shipyards. 

To top it all off—to help you get more 
sales, Van Dorn advertising this month fea- 


THE “RED-HEADED” 





PORTABLE ELECTRIC TOOLS 
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tures a brand-new, illustrated Handbook 
. . the most complete and authoritative text 
book ever published on the construction, 
operation and uses for Portable Electric 
Hammers. Thousands of copies have been 
distributed among men in plants and shops 
—more will be sent out in response to Van 
Dorn advertisements. So get busy—dem- 
onstrate Van Dorn Portable Electric Ham- 
mers—go after the prospects our intense 
promotional drive is opening for you. The 
business is there—close it now! Van Dorn 
Electric Tools (Division of Black & Decker 
Mfg. Co.), 717 Joppa Road, Towson, Md. 



















PORTABLE 

‘am 

‘ wg 

st oi a 
BENCH 
GRINDERS 


PORTABLE 


- 


ELECTRIC 
SANDERS 


PORTABLE 


ELECTRIC SAWS 






because... 


Every Move They Make 


COSTS MONEY! 


Your customers have a whale of a 
lot of assemblies, routine and spe- 
cial jobs, that call for a whale of 
a lot of operations, that may cost 
a whale of a lot of money. Allto- 
gether they constitute a whale of 
a market for Millers Falls Portable 
Electric Tools. This complete line 
of powerful, long-lived, efficient 
units can be sold on the guarantee 
that — properly applied — they'll 
cut costs, increase production, free 
skilled hands for finer operations, 
and pay for themselves in a few 
short months! 


Accessories 
Make a PLUS Market 


Mill-rs Falls Portable Electric Tools 
cut costs on a thousand operations 
both on routine jobs and on spe- 
cial assemblies that demand quick, 
easy adaptation. Special jigs and 
fixtures broaden the range still fur- 
ther. Don't miss the opportunities 
this line offers . . . profitable terri- 
tories are still open. Write today 
for details of Millers Falls distribu- 


tor franchise. 








MILLERS FALLS MAKES PORTABLE ELECTRIC 


Drills, Nut Runners and Screw Drivers, Saws, Hammers, Sanders, Grinders. 


IN CAPACITIES FOR EVERY NEED 





MILLERS FALLS COMPANY NGzte 








Jim McKendry, president of Peerless 

Mill Supply Co., Buffalo, is a busy man 

these days and in a minute he'll be on 

his way to contact some of his industrial 
customers 





Peerless Mill Supply Co. 
Purchases Building 


Announcement has been made by 
J. C. McKendry, president of Peer- 
less Mill Supply Co., Buffalo, N. Y., 
of the purchase of the building which 
it now occupies. 

The company has been located in 
this building for the past eight years 
and has about 30,000 sq.ft. of floor 
space. 


Johnston Co. Opens 
Annual Bowling Tournament 


H. H. Johnston, treasurer of Wil- 
liam T. Johnston Co., Cincinnati, 
Ohio, reports that the firm’s bowling 
league got off to a fine start in its 
annual tournament that has come to 
be one of the company’s most popu- 
lar “extra-curricular” activities. 

The office staff, led by George 
Martin, head bookkeeper, is reported 
to have turned on the heat and is 
going great guns for the high net 
score prize. 


No “birdie was necessary to get smiles 
out of these two gentlemen—James R. 
Coffing (left) of the Coffing Hoist Com- 
pany and Owen W. Sandstrom, vice- 
president of the S. G. Taylor Chain 
Company. Each man directs the sales 
activities of the organization with which 


GREENFIELD . MASSACHUSETTS 
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he is associated 








Add this Extra Salesman to your Staff 





auttlend’« (cut- Gb Cost-/ 


Your customers all know him and he’s always 
on the job helping you make more sales... 


HEREVER your salesmen call, 

wherever you sell steel products, 
we offer a plus selling advantage—a 
salesman whose power is rapidly grow- 
ing—the U-S-S Symbol. 


This trade-mark says to your cus- 
tomers in effect, “In this product we 
are giving you the best steel for the 
purpose that money can buy.” Think 
what any salesman can do with such 
support. 

All our skill, our research and facili- 
ties, are devoted to making the U-S-S 
symbol the most powerful of selling 
aids. It stands for the highest type of 


metallurgical service, the best in quali- 
ty in steels of all kinds. 

Now we have taken another step. 
Through leading national magazines 
we are acquainting your customers 
and the general public with the im- 
portance of the U-S-S trade-mark of 
quality. By this move we have forged 
a new sales aid for our customers. 

Investigate the sales value of han- 
dling the complete line of U-S-S Mill 
Supply Products. For full information 
write today to any of the companies 
listed below. 





U-S-S MILL SUPPLY 
PRODUCTS INCLUDE: 


Merchant Bars 

Cold Finished Steel Bars 
Plates 

Structural Shapes 

Black Sheets 

Copper Steel Sheets 
Galvanized Sheets 

Hot Rolled Sheets 

Tin Plate 

Rails (Light Weight) 
Nails and Spikes 

Wire Rope and Fittings 
Electrical Wires and Cables 


Other Steel Products 











U'S'S STEEL PRODUCTS 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 


United States Steel Products Company, New York, Export Distributors 


UNEITED Samet hsi sos TEEL 
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GET RESULTS 


RED END 


HACK 
SAWS 


Made in three grades, 
all sizes, for Hand or 
Power Machine use. 


The BRIGHT Blade 
— High Speed Steel 


The RED Blade 
— Molybdenum Steel 


The BLACK Blade 
— Tungsten Steel 


Each Blade the highest 
quality in its grade. 


Write for Distributor 
discounts. 


SIMONDS 


SAW and STEEL CO. 


Fitchburg, Mass. 


By Showing and Pushing 


FAST SELLING 


Brilliantly Trademarked 
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Government Publishes 
industrial Market Data Book 


Containing complete figures on 
industrial production, employment, 
value of products, cost of material, 
fuel and power, and output per wage 
earner for all counties in the United 
States and similar data for every 
city of more than 10,000 population, 
the “Industrial Market Data Hand- 
book,” published by the Department 
of Commerce, Washington, D. C., 
has much vital information for estab- 
lishing new sales territories, pro- 
duction quotas and marketing cam- 
paigns. 

Figures in the handbook, pertain 
to 1935, the latest year in which 
information in this form is avail- 
able. 

In announcing publication of the 
handbook, Secretary of Commerce 
Harry L. Hopkins pointed out that 
the study is especially designed to aid 
sales and advertising executives in 
estimating sizes and locations of their 
markets together with the potential 
value of these markets. 

Included in the handbook is a tabu- 
lation of the county locations of 
169,111 manufacturing plants by 
kinds of industry. Operation sum- 
maries showing the number of firms 
engaged, cost of material, fuel and 
power, value of products and the 
number of wage earners are in- 
cluded on a national basis for each 
of the 280 industries covered in the 
handbook. 

Copies of the “Industrial Market 
Data Handbook” may be had by plac- 
ing order with Superintendent of 
Documents, Washington, D. C. 
Handbook is $2.50 per copy. 








Out in LaCrosse, Wisconsin, just across 

the Mississippi from Minnesota, the Fred 

Kroner Hardware Co. really pushes for 

industrial and contractors’ supply busi- 

ness. L. F. Kroner, vice-president, heads 

up the mill and contractors’ supply de- 
partment 



























Time, 9:30 A. M. A brand-new belt- 
sander — and a brand-new belt busted clean 
across! The workman blamed the belt. 
So did the foreman. 














t 
| 
1 
. 
l 
f Time, 11 A. M. The second belt—a 
G different brand - broken as neatly as the Time, 3:15 P. M. Third belt gone — 
: first. Foreman, superintendent and the and the P. A. on the carpet for fair! But - 
5 “Big Boss” began to blame the machine enter the AP distributor .. . and his sug- 
-and the purchasing agent who bought it. gestion that an AP Engineer be called in. 

C 
1 Time, next morning. The AP Engineer quick to find the 
, trouble. Wrong working speed — wrong working pressure. He 
t set things right in a hurry, and put a new AP belt to work. 
Results: a smiling purchasing agent; a happy distributor — 
f with that plant’s future sandpaper orders “in the bag”! 

Technical Service, forcefully advertised to your biggest prospects, is 

one reason why the AP franchise is so profitable. Why not send for full 

information to-day? Abrasive Products, Inc., South Braintree, Mass. 

1778 

~ 
1 - 
: = 
: SOUTH BRAINTREE “Quy MASSACHUSETTS 
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Thanks to BELMONT Packings 


With the illustration and eo repro- 
duced above we are pounding out an- 
other Belmont story of savings and 
safety. Using leading trade publica- 
tions, we're stressing the fact that oil 
leaks are not only expensive—but dan- 
gerous. A fire hazard that the proper 
Belmont packing would eliminate. 


And when we say, "Thanks to Belmont 
Packings", we're really saying, “Thanks 
to Belmont Distributors". For Belmont 
Packing is sold only through distribution 
—Belmont advertising is your advertis- 
ing ... exclusively. 


Take full advantage of it—and the other 
sales helps that Belmont puts in your 
hands. Use the service folders that 
break down packing requirements by in- 
dividual services. Keep the sample kit 
handy, always ready to close the sale 
by letting the buyer see what he's get- 
ting—and make sure to put the new Bel- 
mont Catalog, which will be off press 
soon, on every customer's desk. It is 
going to be an invaluable packing ref- 
erence that will shout your name every 
time he picks it up. 


Make it a ‘~ to menticn Belmont on 
| 


all your calls. It's one habit that pays! 


Complete line of Belmont packings are stocked 
by authorized Belmont distributors in all 
important industrial centers. 


THERE’S A 


BELMONT PACKING 


SAMPLE PAGE FROM THE NEW BELMONT 
CATALOG WHICH WILL BE OFF PRESS SOON 


Gasoline and Oil Packing 
Spool Form Belmont ’’6100’’ 
High grade asbestos yarn, 
firmly braided, each strand 
thoroughly impregnated 
with a compound that is 
impervious to petroleum 
products. Suppliedon 
spools '/g” to 33”. 


Stitched White Hydraulic 

Packing 
Coil Form Belmont 12 
Closely woven cotton sheet- 
ing laid up with rubber 
friction. Stitched with 
strong linen thread. Sup- 
plied in sizes “4” and up- 
ward. 


FOR EVERY SERVICE 


BELMONT 


= & Cre 


a ee 


THE BELMONT PACKING & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS @ PHILADELPHIA, PA 
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Congdon & Carpenter Draw 
400 to Movie on Steel 


Over 400 customers and friends of 
the Fall River, Mass., branch of 
Congdon & Carpenter Co., saw the 
U. S. Steel Corp.’s technicolor film 
titled, “Steel—Man’s Servant.” 

Purchasing agents, machine shop 
foreman, mill superintendents, sheet 
metal men and a great variety of 
other people interested in the pro- 
duction of steel saw the details of 
the process from the mine to the 
warehouse and also heard all about 
it from Edwin C. Hill, narrator. 

G. M. Congdon, president of the 
distributor organization was present 
and was introduced by Donald H. 
Bump, manager of the Fall River 
branch of the company. 

Manufacturers representatives who 
attended are as follows: W. H. Cur- 
ley, D. E. Carter, H. D. Sharpe, 
W. J. McMahon, and A. R. Atkins, 
all of American Steel & Wire Co.; 
— Crosby, Carnegie-Illinois Steel 

Corp.; H. D. Cram, Allen Mfg. Co., 
and H. E. Bergquist, Cleveland 
Twist Drill Co. 


Wood's Sons Appoints 


Henry D. Clark, 94 Plane St., 
Newark, N. J., has been named dis- 
trict representative for T. B. Wood’s 
Sons Co., line of power transmis- 
sion machinery. This point has been 
established as a warehouse by the 
Wood Co., to serve distributors in 
northern New Jersey and the New 
York metropolitan area. 


What this country needs is a good five- 

cent cigar says D. E. Neibel, sales engi- 

neer for Essmueller Mill Furnishing Co., 

Kansas City, Mo. An unusually candid 

shot, taken by a member of the Essmuel- 

ler organization it was titled, “Concen- 
tration.” 
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Co, — COATED ABRASIVES 


— CONSTANT PROGRESS 


ORANGE-STRIPE 


For eleven years we have been offering a most com- 
GARNET : ‘ 
plete line of Coated Abrasives of the highest quality 
with the exception of wide paper rolls—rolls from 30” 
YELLOW-STRIPE to 48”. During the past year we have constructed a 
ALUMINUM OXIDE substantial addition to our plant to house what is 
probably the latest, most complete and efficient unit 
BLUE-STRIPE in the industry to coat goods up to 48” in width. 


SILICON CARBIDE This new unit has been in production several months 
and we are now giving the same prompt service on 
these wider rolls that we have always given on the 
balance of our line. 


CLOVER MFG. CO., NORWALK, CONN. 


ALSO MAKERS OF THE FAMOUS 
CLOVER GRINDING AND LAPPING COMPOUNDS 
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There are steady Profits 
in the sale of 


“HALLOWELL’ 
STEEL SHOP EQUIPMENT 
Are you getting your share? 





“HALLOWELL” STEEL BENCHES 


Pat'd and Pat's Poend’g. 


Drawer is extra 


Buyers are quick to recognize the many 
advantages offered by ‘‘Hallowell’’ 
Benches. The fact that you can supply 
them with a bench that will — fill 
their need right from stock is usually a 
deciding factor. “Hallowell” Benches 
have smooth steel tops—rigid Saget legs 
—ample shelf space and  pilfer-proof 
drawer if desired. 


“MALLOWELL” STEEL TRUCKS 





Fig. 754. Pat. Applied For 


If you want to supply your prospects 
with floor trucks that will give them 
the best value for their money—you'll sell 
them “Hallowells”. The steel platforms 
won't chip or splinter . . . all parts will 
stay rigid « . . wheels and hubs are made 
for easy rolling, and they’re supplied in 
wide variety. 


“HALLOWELL” 
STEEL 
TOOL STANDS 


Fig. 705 


Moves easily 
wherever it’s 
needed; an easy 
stand to sell. 
Made in a vari- 
ety of types for 
all purposes. 


“HALLOWELL” STEEL STOOLS 


4 2 1334 
Pat. Applied For 


Fig. 1249 


The exceptional and lasting rigidity of 
these all welded stools makes repeat sales 
a certainty. “Hallowell” Stools are made 
in a complete selection of styles and will 
more than satisfy your most discriminat- 
ing customers. 


“HALLOWELL" 
STEEL LIFT TRUCK PLATFORMS 


Fig. 799 


These are made to be easy on the floors. 
The end-grain wood legs allow them to 
set down as gently as a cat’s paw. You 
can back these to the limit. 


“HALLOWELL" 
STEEL SHAFT 
COLLARS 


Unbreakability 
and machine 
finish combined 
with low price 
give these collars 
a world-wide 
popularity. 


“PIONEER” 
STEEL SHAFT 
HANGERS 


The original steel 
Shaft Hanger 
and the only 
hanger with inte- 
gral feet. Mii- 
lions in use the 
world over. 


WRITE FOR LITERATURE AND DEALERS PROPOSITION 


STANDARD PressEpv STEEL Co. 


BRANCHES 


BOSTON 
DETROIT 
INDIANAPOLIS 


JENKINTOWN, PENNA. 


BOX 519 


BRANCHES 


CHICAGO 
sT. Louis 
SAN FRANCISCO 
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Horner Takes Over Chicago 
Area for Black & Decker 


R. G. (Ray) Horner, who for the 
past 22 years has been associated 
with Black & Decker Mfg. Co. and 
Van Dorn Electric Tool Co., in 


RAY HORNER 


sales and executive capacities has 
been named territorial sales man- 
ager of the Chicago area for the two 
firms. 

Mr. Horner is, in point of service, 
one of the oldest members of the 
Black & Decker organization. Origi- 
nally with the subsidiary, the Van 
Dorn Electric Tool Co., he has been 
in the electric tool industry for 22 
years, and assumes his position as 
territorial sales manager with a well- 
rounded background and experience 
in this field. He was, prior to this 
new appointment, located in New 
York City. 

T. H. Belling, formerly manager 
of this territory taken over by Mr. 
Horner, resigned November 1, to 
assume new responsibilities as gen- 
eral sales manager of Fleming Mfg. 
Co., Providence, R. I. 

in a letter to all employees of the 
Black & Decker and Van Dorn or- 
ganizations, tribute was paid by 
R. D. Black, president, to Mr. Bell- 
ing for his outstanding work and 
fine spirit of cooperation during his 
17 years of service. 


Sullivan Appointed Store 
Manager for White Supply 


Announcement has been made by 
L. C. White, treasurer of White 
Supply Co., Waterbury, Conn., of 
the promotion of D. F. Sullivan to 
store manager. Mr. Sullivan was 
formerly an order clerk with the 
company. 

White Supply Co., has reported an 
increase in its stock to effectively 
handle increasing orders from cus- 
tomers and plants which are now 
operating on a higher production 
level. 





Extra Values 


that will help you sell 
Kennedy Standard Iron-Body 
Wedge Gate Valves 











Ye. 


ETAL that is 50% stronger than ordinary 





cast iron; provisions for speedier connect- 
ing up to pipe lines, easier manipulation of hand- 
wheel and more convenient repacking; and thor- 
ough protection against destructive influences— 
these are some of the extra values in Kennedy 
Standard Iron-Body Wedge Gate Valves. 


Each of the other types in the large Kennedy 
line, too, has many refinements of design that will 
win the approval of your customers and assure 
repeat orders for you. Kennedy products include 
gate, globe, angle and check valves in bronze and 
iron body, for a wide range of pressures; and also 
cast-iron flanged fittings and flanges, malleable iron 
and bronze screwed fittings. 


Kennedy Valves and Pipe Fittings are sold only 
through supply houses, and the two large Kennedy 
plants and conveniently located warehouses provide 
prompt attention to your orders. 


The Kennedy Valve Mfg. Co., Elmira, N. Y. 


KENNEDY 
OVA VES with extra Value 
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—_—— Priced Belt Sander 

W .faster., 

oe ne? ... MUCH Wider 
O APPLICATION * 







* PORTABLE 
Guildg nde _— 


LOWEST PRICED Quality-Built Belt Sander Ever Offered 


Hundreds of dealers are getting new customers—and new profits 
from regular customers—with this new GUILDSANDER. With a 
natural market ten times that of larger belt sanders, this light-weight, 
high-quality, popular-priced, wide-utility tool not only fits the needs 
—but also the pocketbooks—of potential users everywhere. 


WIDE USE CREATES VOLUME SALES! 


The new GUILDSANDER sands, grinds, planes, 
polishes and buffs. Can be used on wood, wall 
board, metal, slate, marble, bone and plastics. 
Besides, it’s ideal for sharpening tools and re- 
moving old paint, varnish. Weighs only 9 lb.— 
uses AC or DC—made by expert sander crafts- 
men—quality guaranteed. 


INQUIRIES ARE POURING IN! 


We are receiving actually THOUSANDS of 
inquiries as a result of advertisements in trade 
journals and national magazines. These in- 
quiries, which are resulting in a high percentage 
of sales, are being passed along to established 
dealers. Maybe your territory 

is open. Write for full 

information NOW! 





Provides smooth 
even finish on flat 
or curved surfaces. 





Leaves no cross- 
grain scratches. 




















Rubs 
polishes 
smooths castings, 
does many other 
jobs. 


varnish, 
metal, 


* PROTECTED DEALERSHIPS! 


Sold only through recognized supply and equipment dealers. 
Be the dealer in your market to capitalize on GuildSander's 
exclusive appeal. Powerful sales help furnished. Write or 
wire for complete franchise facts TODAY. 


SYRACUSE GUILD TOOL COMPANY 
1730 No. Salina St. Syracuse, N. Y. 


Guildy 


ELECTRIC ander 
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PORTABLE 





A couple of sales executives of the 
Paasche Airbrush Co., Chicago, H. F. 
Reck (left) and H. S. Willson (right) take 
a Mill Supplies editor, E. J. McOsker, out 
for a drubbing on the links 











Tull Metal & Supply 
Report Heavy Activity 


With sales of Shelby steel tubing 
more than doubled under the guid- 
ance of J. P. Burnett, manager of 
tubular sales for J. M. Tull Metal 
& Supply Co., Atlanta, Ga., the firm 
reports increased activity along other 
lines as well. 

Personnel changes announced in- 
clude the addition of Hugh Thomp- 
son to store sales; promotion of Sam 
Dennard as head of retail floor sales 
and assisting in purchases and the 
appointment of Theodore Abbey in 
charge of the Ludlum line. 

The firm’s 25th anniversary edi- 
tion of its general catalog is now 
in preparation and will be ready for 
distribution in early Spring. Re- 
cently as a part of its sales promo- 
tion activities 10,000 steel tubing 
stock lists were mailed to customers 
and prospects in four states. 








Sam Clark of Samuel Harris and Com- 
pany, Chicago, treated a lot of his 
friends to rides on Lake Michigan and 
other nearby bodies of water in his new 


cabin cruiser this summer. Art Bell, 
(left), Behr-Manning Corporation, and 
Ira Hartnett, Acme White Lead and 
Color Works, were caught by the "skip- 
per's camera on one of these excursions 


; + RRS 
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EK FTY years ago, steel pipe was 
standard. Today, after half a 
century of service with plumbing 
and heating contractors, builders and 
architects, steel pipe is still the indus- 
try’s standard. The world’s largest- 
selling pipe. 

Have you ever thought about what 
this consistent leadership means? 
Simply this—that steel pipe has al- 
ways given builders the greatest serv- 
ice per dollar of cost for all-round use 
in all types of buildings. It means that 
no other pipe has ever been able to 


offer greater value in strength, dura- 
bility, and ease of installation at low 
cost. 

Today’s standard, NATIONAL Steel 
Pipe, though still fundamentally the 
same pipe that won the industry’s con- 
fidence fifty years ago, is vastly im- 
proved to meet the requirements of 
modern heating, plumbing, and ven- 
tilating systems. It is uniform and 
ductile, easy to bend or coil, and 
readily installed. It easily takes sharp, 
accurate threads. It is clean, free of 
scale, and has a smooth surface for 


For over 
5() years, the world’s 
largest-selling pipe... 


paints or decorative coatings. 

NaTIONAL Steel Pipe today gives 
you more than ever before. Use it for 
all standard piping applications. It 
will give you greatest service per 
dollar of cost. 





FOR EXPOSED PIPING 


NATIONAL Copper Steel Pipe is re¢ommended 
for soil, waste and vent lines, and other piping 
exposed to atmospheric conditions. A small 
percentage of copper added to the steel more 
than doubles the resistance of this pipe to al- 
ternate wetting and drying. Its extra cost is 
trivial when compared to the extra service it 
fives under these conditions. 











NATIONAL TUBE COMPANY 


Columbia Steel Company. San Francisco, Pacific Coast Distributors - 


PITTSBURGH, PA. 
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United States Steel Products Company, New York, Export Distributors 





Link-Belt Moves Into 
New Headquarters In Dallas 


Link-Belt Co. has moved into its 
new Southwestern service head- 
quarters in Dallas, Texas. Formal 
opening of the brand new building, 
at 500 Latimer street, intersection 


SALES TIPS 
SHOP TALKS 


ANNOUNCEMENTS 
Latest Reports 
From THE FieLo 


AIRPAINTING & AIRFINISHING 


HEADQUARTERS 





b bee one Paasche jobber is doing in his territory can be 
duplicated just as profitably by Paasche jobbers in other 
places. Month by month we send them “NewsF lashes” in complete 
form—discussing jobber activities, market opportunities, product 
developments and other topics. Now it is our idea that other 
supply men would like to join us and participate in the really 
good sales opportunities that are available to representative supply 
men the country over with the Paasche line. 
% How would you like to be this chap?—a distributor salesman in 
Pittsburgh landed a $1700.00 order to go to an industrial; another in 
Evansville sold $450.00 worth for a farm painting job. Down below the 
Mason-Dixon line there is a jobber who sells large quantities of airbrush 
tips—two or three hundred of them at a crack. 


% Replacement business is good business. One Paasche Jobber just 
sold 3 Ventilating Units to replace old style units—a $400.00 sale. A 
parts order from an eastern distributor totalled $235.00. The small 
orders cumulatively and regularly amount to many times the above 


mentioned special orders. 


% It’s just as easy to sell a complete Paasche installation as a length 


of hose. 


These recent jobber sales bear witness: $1200.00 Airfinishing 


Booth sale by a New York jobber; $300.00 installation sale by a New 
England Jobber; one of the largest Pennsylvania factories completely 


equipped by a Paasche Jobber. 


* Visitor! 


One of our distributors visited our factory this summer 


and told us “We have sold hundreds of Paasche Airbrushes—have 
hundreds of satisfied customers, and expect to continue handling Paasche 


Airbrushes because we know they are the best! 


check on this? 


% New jobbers in our family: 


Want his name to 


E. J. BURNELL 


of Pierce, occurred on October 13, 
with E. J. Burnell, vice-president 
in charge of Chicago plant opera- 
tions, and J. S. Watson, vice- 
president in charge of Indianapolis 
operations, participating. E. G. 
Wendell is district manager for 
Link-Belt, with headquarters in the 
Dallas office. 


Snyder-Bentley Co., Youngstown, Ohio Link-Belt’s new Dallas home is 
Ohio Valley Hdwe. & Roofing Co., Evansville, Ind. constructed of concrete, brick and 
Syracuse Supply Co., Syracuse, N. Y. steel throughout, is one story in 
Thomas H. Bradley Co., Watertown, N. Y. 


% Whenever you run across a special application for airpainting equip- a, 
ment, and there are many such sales opportunities, go after it with 
confidence. Get the facts, send them to us and you will get speedy 
action, quotations and specifications if necessary,—or a man to help out. 


% How about your plans for sales meetings? Paasche 
men are always ready and anxiously 
willing to help you hold one on air- 
painting equipment. And we'll guar- 
antee it will be interesting and 


Type BU High profitable too. 


Production Air- 

% If you’re not selling Paasche air- 

painting and airfinishing equipment 

now, you may want some information 
right away. Correspondence invited! 

duces that desired 


§ Kirbusk ba, 


Manufacturers of Airbrushes—Aircompressor Units—Airfinishing Booths—Hose Couplings—Oiling Guns—Portable 
Airpainting Unite—Sprayers—Stripers—V entilating Unito—Water, Oil and Dirt Eliminators. 


brush — choice of 
the nation’s great- 
est industries—an 
tirbrush that ap- 
plies all types and 


Modern Dallas Home of Link-Belt Co. 
kinds of coating 
materials — speeds 


height and 1054 feet wide by 225 
feet long. It is equipped with an 
automatic sprinkler system. The 
office, at the front of the building, is 
of modernistic design and air con- 
ditioned. In the erection of the 
building considerable thought was 
given to insulation against heat and 
against street and manufacturing 
noises. 

Modern machine tools have been 
installed in the warehouse section of 


production — pro- 
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ANOTHER 


LIM LLL 
DELTA TOOL 





This new Delta unit is proving 
another “hit”. And no wonder! 
Here is the ideal machine for 
the cabinet shop, furniture fac- 
tory. specialty woodworking 
shop and the novelty manufac- 
turer—and every shop where 
shaper work must be handled 
on a production basis at the 
lowest possible cost. It is de- 
signed to handle faster, heavier 
cuts and will shape, form or 
mould any form of work from 
the smallest mouldings to heavy 
production work. Check over the 
woodworking plants in your ter- 
titory and get your share of the 
profitable business on this new 
tool! 


No. 1340 Delta Shaper......... 


$9Q50 


There is a Big Market for 
Delta Woodworking Tools 


And while you're at it — there are many other tools in the Delta line 
that are being sold in increasing volume to woodworking plants. Sturdy 
Delta Tilting Arbor Circular Saws for as low as $89.50, Jointers at 
$29.90, Drill Presses from $29.95 . . . these are the Delta industrial 
power tools that are revolutionizing light woodworking the country 
over. With these compact, efficient Delta Tools, it is possible to cut 
costs and increase production in scores of ways. Hundreds of wood- 
working plants are today running rings around competition by cleverly 
using low cost tools. Here is a profitable market for the mill supply 
house. If you need any help in cultivating it — write us. 


DELTA 
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MANUFACTURING CO. 


(INDUSTRIAL DIVISION 


673 E. VIENNA AVENUE 
MILWAUKEE, WISCONSIN 


| 











| 





























the building for cutting and keyseat- 
ing shafting, boring wheels and per- 
forming quickly the many other oper- 
ations necessary when equipment is 
needed in a hurry. In general, the 
new Dallas headquarters has been 
laid out, built, equipped and stocked 
to make quick service a reality. 

Adequate ground adjacent to the 
building has been purchased for 
future expansion of manufacturing 
facilities. A private railroad siding 
runs along the south side of the 
building, with trucking and parking 
facilities on the north, or Pierce 
street, side. 

Link-Belt for a number of years 
maintained offices in the Mercantile 
building, in Dallas, but, in order to 
serve the territory better, it was 
eventually found necessary to carry 
large local warehouse stocks of the 
company’s elevating, conveying and 
power transmission products, and 
the headquarters from which the 
company has just moved, at 413-415 
Second avenue, were established in 
1934. Rapid development of the 
south-west made these headquarters 
inadequate, according to District 
Manager Wendell, hence this latest 
expansion. Link-Belt also maintains 
a branch sales office in Houston. 


Branch Moves 


Manufacturers Supply Co., Grand 
Rapids, Mich., has reported that its 
Holland branch store is now located 
at 24 West 7th St. It is now in 
charge of P. L. Van Ess and Wil- 
liam Van Ess. 





He's off and away! 
of W. W. French is a credit in itself, 
for this well-known gentleman, who is 


Getting a picture 


sales promotion manager for Dodge 


Mfg. Corp., spends a good deal of his 

time out in the field keeping in close 

touch with the current power transmis- 
sion development 

















Ween Lofts Gowe 
---TELL YOUR CUSTOMERS ABOUT 
ALL THE DISSTON BITE-RITE FILES 


Your customers know that knocking 
fins off castings, and smooth finishing 
of brasson lathe work require different 
kinds of files. But they may not know of 
the tremendous variety of files made 
by Disston. Show them how “‘the cor- 
rect file for every filing job” helps 
them. It means more profit to you. 


In practically every standard shape 
for machine shop service, Disston Files 
are made in three different cuts: Smooth 
Cut, the finest; Second Cut, the next fin- 
est; and Bastard, coarse cut. Mill Files 
are also made in these cuts and in 
addition, a ‘‘MILL FINE BASTARD CUT.” 

Offer the right file to doa job better, 
faster. Sell Disston Bite-Rite Files 


BITE- 


and you sell these added advantages: 

Teeth staggered like a harrow; cut, 
smooth, level at each stroke. Sturdy, 
sharp tooth design... correct contour 
of cutting tip, proper support at back, 
rugged shoulders between the teeth. 

And the Bite-Rite round, smooth, 
open gullet assures free, clear, clean 
discharge of chips .. . heavy, long, 
curling, like chips from a lathe tool. 

Henry Disston & Sons, Inc., 
Philadelphia, U.S.A. Branches: 
Boston, Chicago, Detroit, Memphis, 
New Orleans, Seattle, Portland, 
Oregon, San Francisco, Vancouver, 
B.C. Canadian Factory: Toronto. 
Australian Factory: Sydney, N.S.W. 


RITE 








FOR HYDRAULIC POWER 


FOR GAS AND OIL 


FOR HEAVY LIQUIDS 


If you are sincerely looking for a ‘‘ quick sale— 
good profit’’ product, by all means investigate 
Roper Rotary Pumps. Your market is limited 
only to the extent of your efforts. Your contacts 
are already made, paving the way for quick sales 
to manufacturing plants, contractors, public 
utilities, mines, quarries, ete. 


The Roper pump (only two moving parts) is the 
simplest rotary design on the market. Not only 
does this feature ‘‘sell’’ prospects but the aver- 
age salesman can, in a very short time, grasp the 
fundamentals, intelligently talk ‘‘pumps’’ and 
estimate ordinary pump problems. When diffi- 
cult installations are to be figured, our staff of 
Sales Engineers will be glad to cooperate. 


Well known to the trade, Roper Rotary Pumps 
are built in a variety of sizes from 1 to 700 
galloys per minute against pressures up to 750 
lbs. Write today for bulletin MSR-1 and com- 
pleie details. 


GEO. D. ROPER CORP. 


ROCKFORD, ILLINOIS 


FOR GENERAL USE FOR MACHINE TOOLS 
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Moffat of Starrett 
New Keystoners Head 


At the fall meeting of The Key- 
stoners held at the Melrose Country 
Club, Cheltenham, Pa., on Septem- 
ber 29, David Moffat of L. S. Star- 
rett Co., was installed as the new 
president. Mr. Moffatt who served 
as the Keystoners’ first president 
succeeds W. J. Eberlein of Green- 
field Tap & Die Corp. Robert 
Brown, Union Twist Drill Co., will 
continue as vice-president and Mil- 
lard I. Jackson of Behr-Manning 
succeeds M. G. Hayden, manufac- 
turers’ agent, as secretary-treasurer. 

On the same day the group held 
its second annual membership golf 
tournament, competing for the Die- 
terle Cup held by Robert Brown. 
Mr. Brown failed to get a second 
leg on this trophy when he finished 
two strokes behind Ralph R. Herrick, 
of Black & Decker. Mr. Herrick 
had a gross score of 86. 

Principal committee chairmen ap- 
pointed were: Arthur E. Meigs, 
executive; Carl J. Meister, entertain- 
ment and Robert G. Berrington, 
membership. 


Bartek Returns to Pioneer 
As Specialist in Threading 


Pioneer Engineering & Mfg. Co., 
Detroit, Mich., has announced the 
return of John S. Bartek to the 
engineering staff. 

Mr. Bartek, formerly associated 
with Modern Tool Works at Roches- 
ter, N.Y., as chief engineer, was 
previous to that on the staff of the 
Pioneer organization. He rejoins the 
company as a specialist in threading 
and threading problems. 





With work over for the day, Bert Hawk- 
ins (standing) and Ed Stvan of the 
Strong, Carlisle and Hammond Com- 
pany, Cleveland, have a friendly chat. 
Bert, who is in his thirty-fourth year with 
the big Ohio house, is manager of the 
supply department's order section, while 
Ed, of course, is manager of the supply 
department 





NO SHOULDER WEAR 
WHEN THE SHEAVES 


ARE IN LINE 


Proper alignment allows the rope to leave 
the sheave without dragging over sheave 
shoulders. Even the slightest misalignment 
accelerates wire rope wear to a surprising 
degree and materially shortens the life 
of the rope. There are easy methods of 
checking sheave alignment under various 
conditions. Send us a rough diagram of your 
sheave arrangement and we will gladly 
tell you how to check their alignment. 
It will help you to get longer rope life. 


WICKWIRE SPENCER STEEL COMPANY 


General Offices: 500 Fifth Avenue, New York City; Sales Offices 
and Warehouses: Worcester, New York, Chicago, Buffalo, San 
Francisco, Los Angeles, Tulsa, Chattanooga, Houston, Abilene, 
Texas, Seattle. Export Sales Department: New York City 
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* PACKED IN MODERN METAL BOXES 
* Hand and Power, Tungsten and “Moly” 





Because the famous VICTOR Hack Saw 
Blades are packed in the handy metal 
hinged-lid box, distributors 
report increased sales. 


VICTOR Blades cut better and last longer. 


VICTOR metal boxes protect the blades 
better, make them handier to use, and 
take up less space on stock shelves. 


Users prefer the VICTOR blade in the 
metal box—they even find the boxes con- 
venient for a variety of other uses when 
empty. 


everywhere 


VICTOR now offers a complete line of 
Hack Saw Frames especially adaptable to 
VICTOR Blades. Sell the VICTOR frame 
to fit the blade. No better combination 
could be offered a customer than the 
VICTOR Blade, the all-metal VICTOR box 
and the sturdy VICTOR Frame. 





VICTOR Hack Saw Blades 


VICTOR SAW WORKS, 
Middletown, N. Y. 
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Both BLADE: and PACKAGE | 
Increase VICTOR Sales | 


VICTOR Hack Saw Frames,too 
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Kingston, Jr., Advanced 
By Boston Woven Hose 


Arthur C. Kingston, Jr., has been 
appointed assistant district sales 


manager of the Boston Woven Hose 
and Rubber Co., with headquarters 


J. H. Rowe (seated), Chicago district 

sales manager of Boston Woven Hose, 

talks things over with A. C. Kingston, Jr., 

newly appointed assistant district sales 
manager 


at 111 North Canal Street, Chicago, 
and has assumed his new duties 
under J. H. Rowe, sales manager of 
the Chicago district. 

R. A. Wilcox, who has been rep- 
resenting Boston Woven Hose and 
Rubber out of Peoria, Illinois, has 
succeeded Mr. Kingston as sales rep- 
resentative in the Indianapolis terri- 
tory, while J. H. Steffensen has 
taken over the Peoria area. Mr. 
Steffensen formerly covered Western 
Michigan out of the Chicago office, 
and his territory has been assigned 
to A. H. Abbott, who has been oper- 
ating in the city of Chicago. H. S. 
Fuller, who has been at the com- 
pany’s plant in Cambridge, Massa- 
chusetts, has been assigned to Chi- 
cago district sales. 








Harry B. Ketcham, for many years engi- 
neer in charge of transmission and con- 
veying equipment for Indianapolis Belting 
& Supply Co., Indianapolis, passed on 
September 21. His many friends in the 
field will miss his ever-ready willingness 
to pitch in and help them solve their 
problems 
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HOISTS © 


ARE 
ALWAYS 


RIGHT 




















» The Wright Hoist is alwaysright because Wright Hoists, Trolleys and Cranes, in 
m- it always handles the hoisting jobs with capacities from 4 to 40 tons, are described 
hi speed and economy. in the new Wright Catalog. Write for your 
Precision load wheel bearings provide copy. It will bring you valuable information 
= E fast, smooth, positive action. There isaload  0n hoisting and hoisting problems. 
k chain safety guard that makes it impossible 
for the load chain, regardless of its position, SELL ACCO QUALITY in Wright Hoists, Cranes 
; ; and Trolleys; Tru-Lay Preformed Wire Rope; Read- 
to ride out of the pocket. There is no corro- ing-Prott & Cady Valves; Campbell Abrasive Cut- 
sion to fear. Zinc-coating prevents it. ting Machines; American Chains; Page Welding 
These are only three of the 21 features  Z/ectrodes and Page Wire Fence. 
# that make the Wright Improved High Speed 
Pa Hoist the hoist for fast, convenient, low-cost WRIGHT MANUFACTURING DIVISION 
| operation in countless applications. YORK, PENNSYLVANIA 
. AMERICAN CHAIN & CABLE COMPANY, Inc. 
ngi- 
fing : AMERICAN CHAIN: DIVISION © AMERICAN CABLE DIVISION # ANDREW C. CAMPBELL DIVISION # FORD CHAIN BLOCK DIVISION ¢ HAZARD WIRE ROPE 
io DIVISION © HIGHLAND IRON AND STEEL DIVISION © MANLEY MANUFACTURING DIVISION # OWEN SILENT SPRING COMPANY, INC. © PAGE STEEL AND 
ie WIRE DIVISION © READING-PRATT & CADY DIVISION # READING STEEL CASTING DIVISION ¢ WRIGHT MANUFACTURING DIVISION @ IN CANADA: DOMINION 
a CHAIN COMPAN™, LTD. © IN ENGLAND: BRITISH WIRE PRODUCTS, LTD. « THE PARSONS CHAIN COMPANY LTD. * In Business for Your Safety 
neir 
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of anchors and builders’ specialties 
p v 0 D LU ( 3 | 0 N has increased its distribution by add- 
ing several representatives through- 

AND out the United States. 
L. M. Wood of Wood & Anderson 
Co., St. Louis, Mo., will handle 


Paine Co. Increases 
the lik i, Distribution Outlets 
Wwe (4 Paine Co., Chicago, manufacturers 


MODEL 65 
ADJUSTABLE SPEED 


SNAGGING 


Maintains 
Efficient 
Peripheral 
Speed 
Right Down 
to the Very 


New Paine Co. representatives include 

(top row): L. M. Wood and Warner 

Jones and (bottom row) Hamilton Hart 
and H. W. Goetzinger 





Model 65 saves on wheel costs and on pro- , ‘03 

: : Paine lucts for southe : 
duction costs and the result is MORE PROFIT. — ane ca moe ~ a 
It is a heavy duty, gear drive grinder which — — firm has operated in this vicinity 
can be depended on for year-in-and-year- ——————— for 25 years. , 
out performance. Built of finest materials, == Warner Jones, president of 
engineered to meet the exacting U. S. 


| Warner Jones Sales Co., Cleveland, 
STANDARDS OF QUALITY AND SERVICE. i 


Ohio, another new Paine representa- 

7/2, 10 and 15 h.p. tive, has operated his own sales 
Four ball bearings on spindle. a. - agency since 1929 and is thoroughly 
™_— . | experienced in the hardware trade. 

F 0 U a 5 P & t D S Other representatives recently ap- 

with this gear drive transmission, pointed include: Hamilton Hart of 

Speed changes made by simple hand lever. Atlanta, Ga.: H. W. Goetzinger, 

Turn to page 55 in your U. S. Cata- Pittsburgh ; Harry r. Smith, Min- 

log No. 54 and get the full story. | mneapolis, Minn.; Robert Feeney, of 

Kansas City, Nebraska, Iowa, and 

| western part of Missouri; Jack 

THE UNITED STATES 6-POINT Miner, oo es asa 

CERTIFIED DISTRIBUTORS’ PLAN gan and the northern half of Indiana, 


and Herb Kaub of Denver, covering 
Colorado, Montana, Wyoming and 
New Mexico. 





. why it is so popular and 
. what it means for you 


1. Full Line 4. Protection What a Mix-Up! 
2. Super-quality 5. Good Profit 


3. Economical prices 6. Sales aids At the coming Chemical Exposi- 

a , tion to be held Dec. 4-9 at Grand 

Look into the U. S. Distributor Proposition .. . it | Central Palace, New York City, 
assures you a square deal—and that's a good deal. Ransome Concrete Machinery Co., 
Dunellen, N. J., will feature a model 
chemical mixer about 17 ft. high 


THE UNITED STATES “g=y* ELECTRICAL TOOL CO. | EReaReeaoaeca 
(2 2 ypes of batches of actual 


? 
——SE———E—E——— yy ° . - 
: ———— if chemicals as well as a variety of 
INCINNATI —<—~—= —S OHIO , U.S.A : 
ik! TS | gaily colored peas to demonstrate the 


Ransome mixing action. 
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DOES A LOT OF 
GROUND WORK 


GREENFIELD TAP & DIE CORPORATION 
GREENFIELD, MASSACHUSETTS 


Detroit Plant: 2102 West Fort St. 


Warehouses in New York, Chicago, Los 
Angeles and San Francisco 


In Canada: Greenfield Tap & Die Corp. 
of Canada, Ltd., Gait, Ont. 


G5 ws. 


Saturday’s “favorite” has to do a lot of hard work all week that 
you don’t see. So does the manufacturer of any favorite industrial 
product. 


Take G.T.D. Greenfield as an example. We have to be everlast- 
ingly at the job of improving our product. We must continually 
watch the quality of our service, such as order handling, packing, 
shipping, stock-keeping, etc. Year in and year out customers have 
to be told about our products and our company through steady 
consistent advertising. We must be continually alert to keep our 
line profitable for distributors to handle. 


We don’t claim to be perfect all the time, neither is your favorite 
All-American player. But we must do a pretty decent job most 
of the time—or G.T.D. Greenfield tools would not be the coun- 
try’s most widely used tools—as they are—or the favorite line 
with the country’s leading distributors—as they are. 


GREENFIEL 
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BARNES 
CST ADES 
































In this civilized (7) world of 


turmoil, it is time to be eternally 
thankful for friends. 























To all of ours--suppliers, work- 
men, distributors, field men, and 
our growing host of customers — 
to all of you, without whose mark 
of approval Barnes would never 
be known as manufacturers of 
Better Hack Saw Blades, we say: 
Let us remember that Thanksgiv- 
ing means something more than a 
holiday with turkey. 
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Color Center Offers New 
Service to Paint Consumer 


Opening to the public October 2, a 
Color Center in Cleveland is pre- 
senting finished results of painting 
effects shown by a series of 400 


A pleasing color combination for every 
room and every purpose is available at 
the new Color Center in Cleveland. 
Over 400 models make it possible to 
visualize decorative effects for both in- 
terior and exterior application 


painted scale models offering more 
than 1,000 color combinations. 

The consumer is able to visualize 
the decorative effects of both inter- 
iors and exteriors, and in addition, 
will have the opportunity of con- 
sulting with experts ready to direct 
the paint user in the solution of his 
problems. This consumer service is 
sponsored by the Glidden Co., at the 
Union Commerce Building in down- 
town Cleveland. 

Among the painting authorities 
whose advice will be available to 
patrons of the Color Center is Carl 
Smedley, known for his artistic color 
harmonies in the industrial field. 


New Michigan Branch 
For Detroit Ball Bearing Co. 


In order to expedite service to 
customers of Detroit Ball Bearing 
Co., Detroit, in the western and 
north western part of Michigan, a 
new branch has been opened in 
Grand Rapids at 115 Ionia, N. W. 

W. C. Thompson has been placed 
in charge, assisted by E. J. Moore. 
Both men are graduate engineers 
with several years experience in 
bearings. 

Territory served by Detroit Ball 
Bearing Co., was also broadened by 
acquisition of Ohio Bearing Co., of 
Toledo. The Toledo firm is being 
operated by Detroit Ball Bearing Co. 
of Ohio and is managed by G. E. 
Binkelman. Mr. Binkelman was 
formerly with the Timken Roller 
Bearing Co. 

Both the Grand Rapids and Toledo 
establishments will operate as com- 
plete units and will carry complete 
stocks. 
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Fig. 1571 


Bronze Air Cock 


Carry a supply of Air Cock Circular 
No. 543. They will help you get orders. 





When you sell Air Cocks don’t overlook 
Lunkenheimer Air Nozzles. A sale of 
Air Cocks leads to orders for Air 
Nozzles. 


5 Fig. 1840-PT 
: Hose End 





Fig. 1841-PT 
Pipe End 


Sel QUALITY = 
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FOR MATERIALS HANDLING 
EFFICIENCY 


No two materials handling jobs are alike! 
That’s why CM specialized equipment can 
mean so much to your plant in terms of 
stepped-up efficiency, greater safety to men 
— materials, reduced production costs. 
Better check into the complete line of CM 
Materials Handling Equipment—hoists, trol- 
leys, cranes for every type of application. 
Your dealer will supply you with a catalog 
—or write us direct. 


v 
2 


CHISHOLM-MOORE HOIST CORPORATION 


(Affiliated with Columbus-McKinnon Chain Corp.) 
120 FREMONT AVE. 


TONAWANDA, N. Y. 
Branch Offices: NEW YORK + CHICAGO + CLEVELAND SN 


re "GUTS" 


fee 
‘na ® 


* 












































WHEN YOU SEE THESE “SWELLS” AT THE WELD 


@ That’s where a link needs strength the most—at the 
weld. Hercules Steel Loading Chain has plenty of extra 
A strength at this vital point—extra metal, inside and out 
of the way, put there by the patented “Inswell” welding 
process. The chain itself is fabricated of special analysis, 
heat treated steel—and carefully tested to twice its safe 

working load. Look for the identifying “H” on the link 
‘3 —it’s your guarantee of 25% more strength, safety and 
i wear. Your dealer has all the details—or write us direct. 


HERCULES %ce/ LOADING CHAIN — 


COLUMBUS-McKINNON CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
120 FREMONT AVE. TONAWANDA, N. Y. 
Branch Offices: NEW YORK + CHICAGO + CLEVELAND 
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George Abbott Joins 
Graton & Knight 


F. E. Barth, president of the Gra- 
ton & Knight organization of Wor- 
cester, Mass., has announced the 
addition of George L. Abbott to the 





GEORGE L. ABBOTT 


organization. Mr. Abbott becomes 
a director, vice-president and general 
sales manager. 

Mr. Abbott will pay particular at- 
tention to strengthening the Graton 
& Knight mill supply distributor set 
up and is unusually well fitted for 
this with 25 years experience in the 
tanning and belting industry. Join- 
ing C. C. and Julian Alexander in 
1914 he became assistant sales man- 
ager and later vice-president of that 
firm. He was formerly president of 
the Philadelphia Power Club, an 
affiliate of the Power Transmission 
Council. 

At the present time Mr. Abbott 
is vice-president of the American 
Leather Belting Association, vice- 
president of the Philadelphia Leather 
Belt Club and chairman of the ex- 
hibitors committee of the American 
Supply and Machinery Manufactur- 
ing Association. 


American Screw Co. 
Wins Advertising Award 


Notification has been received by 
American Screw Co., Providence, 
that the cooperative advertising cam- 
paign on Phillips recessed head 
screws, was selected by the National 
Industrial Advertisers Association as 
one of the twenty outstanding indus- 
trial campaigns of the year. Awards 
were made at the recent convention 
of the association at the Hotel New 
Yorker in New York City. 

Further recognition of this adver- 
tising campaign was its selection by 
the “Copy Chasers,” columnists on 
the magazine Jndustrial Marketing. 
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The ACCO Chain-Maker says: 
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“ @ These chainsendure underelevated or sub-zero log chains—from tire chains to sling chains— 
temperatures, moderate impactloadings,andbend- from sash chains to anchor chains. 
ing and gouging, because of the end-weld construc- Packed in new barrels and boxes, attractive 
tion which protects the weld from serious abuse. cartons and cotton bags, American chains are 
You'll find it profitable to recommend End-_ easy to handle, easy to identify. 
g weldur and all other types and sizes of industrial Write for free booklet on Registered Sling 
3 and hardware chain made by the AmericanChain Chains—tell us your chain problems—our engi- 
y & Cable Company, the world’s largest manufac- neers will gladly offer practical suggestions. 
> turer of welded and weldless chain forall purposes. American Chain Division, American Chain & 
d We have complete stocks—from dog chains to Cable Company, Inc., Bridgeport, Connecticut. 
al 
is 2 
; a AMERICAN CHAIN & CABLE COMPANY, Inc. 
mn f ¢ ‘ . ' ; 
w AMERICAN CHAIN DIVISION + AMERICAN CABLE DIVISION + ANDREW C. CAMPBELL DIVISION + FORD CHAIN BLOCK DIVISION * HAZARD WIRE ROPE 
DIVISION + HIGHLAND IRON AND STEEL DIVISION » MANLEY MANUFACTURING DIVISION + OWEN SILENT SPRING COMPANY, INC. © PAGE STEEL AND WIRE 
r- DIVISION © READING-PRATT & CADY DIVISION + READING STEEL CASTING DIVISION © WRIGHT MANUFACTURING DIVISION * IN CANADA: DOMINION 
y CHAIN COMPANY, LTD. © IN ENGLAND: BRITISH WIRE PRODUCTS, LTD. + THE PARSONS CHAIN COMPANY, (TD. + In Busintét for Your Safety 
yn ; 4 b ‘ 
q. 
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SALABILITY AND INSURE CUSTO 























REDESIGNED V-BELT 


LEYS 


MODERN IMPROVEMENTS INCREASE 


MER SATISFACTION | 





The extra heavy bead and heavier side 
walls of the new Congress V-Belt Pulleys 
greatly increase their life and the smoothly 
finished grooves will not wear out the 
belt. All pulleys are diamond bored— 
fully balanced—and quiet in operation. 
These are advantages which make your 
selling easier and give customer satisfac- 
tion which in turn builds up a good pulley 
business for you. 


Our stocks are complete for quick de- 
livery, engineering help is available at 
any time—our display board is an attrac- 
tive sales help, and our discount arrange- 
ment insures good results from your effort 
—let us give you more details. 


New Catalog No. 139 
now ready—get your copy! 


CONGRESS TOOL AND DIE CO. 


9026 LUMPKIN AVE. 
DETROIT, MICH. 





NON-BURRING CUTTERS 


All full size with 18 TEETH. 
Milled from —_ carbon 
too! steel scientifically heat 
treated by e "Vincent 
Process’’ insuring uniform 
hardness and increasing life. 
Cannot burr or mesh even 
if washers are left out. 





cy 


NEW TYPE HARDENED 
STEEL BUSHINGS 


A new design to eliminate 
turning and wearing out the 
bushing holes in the dresser. 
Pin revolves freely in bush- 
ing and cutters revolve on 
pin insuring constant change 
which makes for better dress- 
ing and truing. 


VINCENT HUNTINGTON 
IMPROVED GRINDING WHEEL 
DRESSERS and CUTTERS MAKE 


PROFITABLE SELLING 


You are always sure of repeat business 


when replacements are needed once you 
make the original sale of Vincent-Hunting- 
ton Improved Grinding Wheel Dressers 
and Cutters. 
treatment guarantee this. 
improvement—bushings that will not turn 
and wear holes in the handle gives longer 
wear and cuts maintenance costs—avail- 
able at no increase in price. 
your opportunity for good sales volume— 
supply Vincent-Huntington for your cus- 
tomers satisfaction. 


High quality and proper heat 
A revolutionary 


Don’t miss 


Send for our catalog sheets—they’re 


punched ready for your binders. 


“If it's a Huntington Dresser or 
Cutter Vincent makes it" 


THE . 
VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 
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Stewart-Warner Announces 
New Executive Set-Up 


At a meeting of the board ot 
directors of the Stewart-Warner 
Corp., Frank Ross, one of the vice- 
presidents of the corporation, was 
elected a director to fill the vacancy 
created by the resignation of Joseph 
E. Otis, Jr., former president and 
director. Mr. Ross was also desig- 
nated as senior vice-president by the 
board. 

In view of the fact that the chair- 
man of the board had already been 


vested with all of the powers and 





JAMES S. KNOWLSON 


duties of the president, James S. 
Knowlson, chairman, was also elected 
president. The board decided that 
the corporation could best be served 
at the present time by combining the 
two offices in the same individual. 


Inland Steel Grants 
New Production Licenses 


Lead-bearing stainless and high- 
alloy steels will now be produced by 
virtue of licenses granted to the 
Allegheny Ludlum Steel Corp., of 
Brackenridge, Pa., and the Carpen- 
ter Steel Co., of Reading, Pa., under 
the “Ledloy” patents of the Inland 
Steel Co., Chicago. 

Since 1938, when this new lead- 
alloying process was first introduced 
by Inland, the use of lead-bearing 
steel has rapidly increased. Its pop- 
ularity is due to its free machining 
qualities. 


Roos Joins Plymouth 


Plymouth Cordage Co., North 
Plymouth, Mass., has announced the 
appointment of Edwin G. Roos as 
director of sales. Mr. Roos is a 
former vice-president in charge of 
sales for Certainteed Products Corp. 





rr 





TOUGHER 


THEIR WORK 


“BETTER l, 


THEY LIKE IT, 


Controlling your pipe lines and guarding 
your media is their duty. They were 
made to handle a tough job. They 
are eager to prove their ability to 
give longer, trouble-free performance. 


POWELL VALVES 


THE WM. PEPELE Ge. CLAS Vee ATI. OUI6 
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when considering sources of supply. 


Since 1845, R B & W has stood for dependability—and 
no customer has ever had cause to lose confidence in 
EMPIRE Bolts, Nuts and Rivets. Distributors appreciate 


this asset. 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


PORT CHESTER, N.Y. ROCK FALLS,ILL. CORAOPOLIS, PA. — 


SALES OFFICES: CHICAGO’ DETROIT* PHILADELPHIA | 
DENVER * SAN FRANCISCO - LOS ANGELES * SEATTLE * PORTLAND 


@ S191 B 


Dependability of manu- 
facturer means customer 
confidence. Dependabil- 
ity of product comes 
from constant mainte- 
nance of quality. Depend- 
ability of both manufac- 
turer and product is of 
the utmost importance 




















ARE YOU “IN” ON REAL BRUSH BUSINESS? 


@ Every industry is a brush prospect, BUT the real volume comes from produc- 
tion operations. For example: The picture shows a single job utilizing six 
MILWAUKEE wire wheel brushes for stripping the contact points on storage 
battery plates passing between them on a continuous conveyor line. This is busi- 
ness that really builds steady replacement orders and bigger industrial brush 
profits! The complete MILWAUKEE line and its brush engineering facilities can 
help you in your territory. Let's talk it over! 


THE MILWAUKEE BrRuSH MANUFACTURING Co. 
MILWAUKEE, WISCONSIN 








WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 


The Key to Industrial Brush Problems 








FLUE BRUSHES - FLOOR BRUSHES - 








PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES 
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Holo-Krome Building 
New Plant Addition 


A new building expected to be 
completed in five weeks will give the 
Holo-Krome Screw Corp., an addi- 
tional 8,500 sq.ft. of floor space at 
its Hartford, Conn., location. 

This addition will be of the latest 





Holo-Krome's new enlarged plant 


type mill construction with brick 
walls, insulated roofs and one story 
in height. 

Holo-Krome was organized in 
1923 and at present has a total of 95 
employees, producing a variety of 
precision threaded fastening mem- 
bers. 

William A. Purtell, president and 
general manager and last year’s 
president of the American Supply 
and Machinery Manufacturers’ As- 
sociation, stated that this present ex- 
pansion program of Holo-Krome is 
not due to any influx of business 
because of the European situation 
but rather to a growing demand for 
its products in the domestic market. 


G. E. Appoints 


General Electric Co., has an- 
nounced the appointment of F. A. 
Faron, manager of the New Haven 
office and E. G. Dudley, of the in- 
dustrial department, New York dis- 
trict, as assistant managers of the 
industrial department in the New 
York District. 








Ed. Norvell (center), E. C. Atkins Co. 

and Roy Schmidt (right), Stanley Tools, 

have just finished congratulating Thomas 

Hogben on his new post as Eastern sales 

manager for L. S. Starrett Co. Tom suc- 

ceeds Bill Green who moved up to gen- 
eral sales manager 
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NEWS ITEM 












HANDLE IS 24 INCHES LONG 





| 


4 Sets of Dies—2” High Speed Steel 
Bushings Give Positive Centering 


Gm © * aaa . CC ”) QD 








AND SENSATIONAL TOO-YOU'LL SAY 


19:2 


F.O.B. DISTRIBUTORS’ STOCKS 


A genuine “TOLEDO” quality-built 1” to 
2” ratchet pipe threader that has every- 
thing to be desired by the operator re- 
gardless of price. Die slots with supports 
to eliminate spreading and prevent 
wavy threads and leaking joints. Dies 
are backed by hardened steel taper pins 
which give easy and quick adjustment 
and long wear. Over or undersize as 
well as standard threads easily ob- 
tained. Die retaining springs rest in 
slots. Ratchet near center of tool. Four 
sets of dies—2” size are high speed steel. 
Tubular handle is 24” long. Operates 
exceedingly easy. Weighs but 17 lbs. 
ready to thread. Shipping weight 20 lbs. 


Order several for stock today—users are 
certain to like this tool as well as the 
price. 


THE TOLEDO PIPE —= 
MACHINE CO. 


TOLEDO, OHIO 


NEW YORK OFFICE, 
79 LAFAYETTE ST. 
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LOW 
INTRODUCTORY 
USER'S NET PRICE 























A TOUGH 
BABY! 


— but a friend of every 
industrial distributor 


@ Year in and year out, for 
thirty years, industrial distrib- 
utors have been selling Alligator 





Industrial piant 
men like ALLIGATOR 


Steel Belt Lacing. It has been a sound, substantial steel lacing because: 
item with a turnover that in the case of many dis- 1, Without any fuss or monkey 
tributors has been truly remarkable. business it can be put on with 


a hammer and it drives straight 


Since it is a type of business that often just auto- 2. It will handle the lacing prob- 
matically flows from the industrial plants and shops, lem for belts ranging from tape 
we believe that many distributors are overlooking less than 1/16” thick up to belts 
some additional easy profits on Alligator in their 5/8” thick and as wide as they 
territories. Why not make a quick check-up on some cone. ; 
of the plants in your section and find out what 3. jity poo ae seameeen’ & 2 
sizes of Alligator are needed and then check your hinge pin and the joint comes 
own stock to see whether you could handle any apart. 
emergency belt lacing job that might come up. 4, Alligator Steel Lacing is made of 

‘Some distributors carry special lengths as a ser- cae _ = L- high 
vice to important customers. In other instances the tensile strength. Service records 
plants stock the special lengths and the distributor of millions of belts laced with 
checks up occasionally to see that the stock is suf- Alligator show that it has remark- 
ficient to cover emergency needs. ably long life. a : 

a , . 5, Alligator makes a joint that is 

Where the sale of Alligator steel lacing is placed smooth on both faces—it embeds 
on a service basis it shows up on the profit side in the belt and the compression 
of the ledger a lot sooner than you might expect. FF, -y 1h tt 

FLEXIBLE STEEL LACING CO. 6. It is supplied in steel, Monel 
4633 Lexington St., Chicago and “Everdur” in twelve sizes. 





ALLIGATOR 


TRADE MARK REG ~~ U.S. PAT. OFFICE 


STEEL BELT | LACING 
























fire you geiting 
your share of profits 
from the growing 
sales of 





Fig. 1645 
Pat’s Pending 














Sap 


SELF-LOCKING HOLLOW SET SCREWS 


The way industry is buying these revolutionary safety set screws is 
giving many mill supply houses a mighty good sales boost. You know, 
they’re set-up in the ordinary way, but unlike the usual kind, they 
won't shake or vibrate loose. The maintenance man doesn’t have to 
make continual check-ups, and there’s no danger of accidents or break- 
downs caused by the screws working loose. 








WRITE FOR STANDARD PRESSED STEEL Co. 








DEALERS BRANCHES JENKINTOWN, PENNA. BRANCHES 
PROPOSITION BOSTON CHICAGO 
OETROIT BOX 519 ST. Lovis 
INDIANAPOLIS SAN FRANCISCO 
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Hewitt Gives Farewell 
Party to A. S. Purmort 


Office employees of the Hewitt 
Rubber Corp., Buffalo, gave a fare- 
well dinner party recently to Ar- 
thur S. Purmort who left October 
1 to assume Hewitt factory repre- 
sentation in the Indianapolis and St. 
Louis territories. 

Mr. Purmort has spent six years 
in the Hewitt home office, in charge 
of government contracts. In his new 
work he will afford Hewitt dis- 
tributors and customers the benefit 
of both his years of factory training 
along actual rubber production lines 
and his experience in meeting all 
manner of field problems. 

Hewitt also announces the ap- 
pointment of Nathaniel Ware as dis- 
trict representative. Mr. Ware is 
assigned to the Hewitt office in Bos- 
ton and will assist distributors in 
the four upper New England states. 


Norma-Hoffmann Appoints 


Norma-Hoffmann Bearings Corp., 
Stamford, Conn., has announced the 
promotion of C. W. Hedler, for- 
merly manager of distributors’ sales, 
and R. L. Miller to the position of 
assistant sales managers, reporting 
to H. J. Ritter, vice-president, who 
continues to direct all sales activities 
of the company. Wesley G. Sargent, 
mechanical engineer formerly with 
Frick-Reid Supply Co., of  Pitts- 
burgh, has been appointed assistant 
to Mr. Hedler who will continue in 
charge of distributors’ sales. 











Introducing H. A. Lee, of the Caswell 
Factory Supply Company, Oshkosh, Wis- 
consin. Mr. Lee is an “inside man." He 
takes care of the requirements of tele- 
phone callers and those who come to 
the Caswell ''plant" to do business 
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@ A year ago we announced to the 
metal cutting world the new Atkins Clearance 
Grind Metal Milling Saw. Numerous labora- 
tory and actual job tests, made it practical to 
promise sensational results. Now, with hun- 
dreds of these saws in actual service—cutting 
metal at lower costs than ever before thought 
possible—we again call attention to the out- 
standing results they can be expected to pro- 
duce in your shop or factory. 

Ground, as you can see from the diagram 
to give true clearance starting at the very 
point of teeth, the saws stay cool while biting 
their way through steel at high speeds. Scien- 
tifically designed teeth produce coiled shav- 
ings that are quickly ejected from the gullet 
and prevent choking up even with heavy feeds. 

For cutting ferrous or non-ferrous metals, 
up to the hardness of cold roll or chrome- 
nickel and tool steel on any milling machine, 
use Atkins Clearance Grind Saws and watch 
unit cutting costs dip to new low levels. 


ATTENTION, JOBBERS! 

Better results for users mean more sales, bigger 
profits, for you! 

Capitalize on the exceptional performance of 
Atkins Clearance Grind Metal Milling Saws by recom- 
mending them to customers. Check your stocks now. 
Write for test data. 


Here’s The Saw That Set 


_ NEW PERFORMANCE STANDARDS 


In One Year's Time! 








Choose “ATKINS” For All 
Metal Cutting Jobs 


Atkins Circular Metal Milling Saws 
— outstanding for fast, low-cost cutting 
of ferrous and non-ferrous metals. 
Atkins ‘‘Super-Power’ Blades— New 
Hack Saw Blades unqualifiedly offered 
to out-perform any other by 25% or more. 
Atkins “Blue End” Silver Steel 
Blades — Americo'sfirsthighspeed steel 
hack sow, for 14 years the country's 
leading blade. 
Atkins “Yellow End’ A-Mol Blades 
— Molybdenum hack saws with perform- 
ance similar to that of Silver Steel 
“Blue Ends.” 











aw Toots, | 
atin 2 E.C. ATKINS AND COMPANY, 420 S. Illinois Street, Indianapolis, Indiana 
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You Rt SCORE 


WITH 


There is an _ extra 
margin of profit in 
sellin Key-Tite 
which will quickly 
show up on the profit 
side of your sales 
score . . . if you 
remember to men- — 
tion Key-Tite on every call. 





Key-Tite Is More Profitable To Sell 


and the ideal item to start an 
order. It's a completed forward pass 
that will gain ground for you. 


To Get More Key-Tite Orders Emphasize 
These Key-Tite Features 


1. For all lines carrying water, gas, 
compressed air, low 
steam, etc. 


pressure 


2. Provides a permanent leak-proof 
seal. 


3. Is economical to use. 
4. Will not settle in the can. 
5. Does not freeze the joint. 


6. Does not affect color or taste of 
potable liquids. 


P. S. And to help you make more sales, it is 


consistently advertised to your customers in na- 
tional publications. 





Richard W. Yerkes Retires 
As Treasurer of Link-Belt 


At a recent board meeting of 


Link-Belt Co., Richard W. Yerkes 
tendered his resignation as_ secre- 
tary-treasurer. His smiling comment 





Richard W. Yerkes 


Harry E. Kellogg 


was, “After half a century’s work 
for the company, I feel that I 
have earned the privilege of a long 
vacation and passing my duties on 
to younger shoulders.” 

Starting with the company in 
Philadelphia in 1890 as stenographer 
and file clerk, Mr. Yerkes advanced 
through the administrative depart- 
ments, having for a long time been 
sales manager at Philadelphia. 

Harry E. Kellogg, who has been 
closely associated with Mr. Yerkes 
for the last eighteen years, has been 
elected to succeed him as treasurer. 
For the past three years Mr. Kellogg 
has been chief accountant, exercising 
general supervision over all matters 
of taxation and accounting for 
parent and subsidiary companies. 

F. V. MacArthur, formerly assist- 
ant secretary, was elected secretary 
at the same meeting. Melbourne P. 
Anderson, formerly general credit 
manager, has been appointed chief 
accountant to succeed Mr. Kellogg, 
and C. W. Marum, for 28 years a 
member of the company’s New York 
office, has been named general credit 
manager to succeed Mr. Anderson. 





East St. Louis, Ill. 





Frank Cruger (right), Vonnegut Hard- 
ware Co., Indianapolis, was trying to fool 
the public on this one. He set camera 
on box and dashed back to get in pic- 
ture with W. Loye (left), L. H. Gilmer 
Co., Philadelphia, and H. O. Reiss, Mc- 
Quay Norris Mfg. Co., Connersville, Ind. 
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Only 
DUMORE 


Gives You 


ALL OF THESE 


Lightweight for easy portability 
... yet sturdsly built for long life. 


Spindle speeds up to 42,500 r.p.m. 
without vibration. 


Wide selection of internal and ex- 
ternal quick-change quills. 


a. <a. 4646 


A size of grinder for every lathe 
. - from small bench, to large. 


Vv A background of 25 years’ pre- 
cision grinder specialization. 

When you sell a Dumore Precision 
Grinder, you sell more than one or 
two special features. For 25 years 
Dumore engineers have painstakingly 
developed and improved each part as 
if it were the most important in the 
entire grinder assembly. That’s why 
Dumores precision of 
.0001” long after ordinary grinders 
have reached retirement. 


maintain a 


Let Dumore tackle your customers’ 
toughest grinding problems. Let them 
see how they can save time and ex- 
pense. Remember, Dumore cooperates 
in closing sales. 

THE DUMORE COMPANY 
Dept. 169-L Racine, Wis. 





Precision Grinders 





— 
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DROP FORGED CARBON STEEL WRENCHES with 
accurately milled opening in all sizes from 5/16” 
to 5”. 26 different types. 




















for the quality 


y that builds sales 


DROP FORGED CHROME VANADIUM WRENCHES A 2 M S T rn 0 N 3 W BE . u C A E S 
longer, lighter, thinner, stronger—chrome plated. 

19 Different types, all sizes. 

ot For a complete line that misses no sales, and the 


Gg quality that brings back repeat business, standardize 
on ARMSTRONG WRENCHES. No line is more sale- 

BOX SOCKET WRENCHES. Drop Forged Chrome- x ss 

Vanadium Wrenches, 8 types. Openings from able, no name is better known or none more univer- 


ee sally accepted as proof of highest quality in industrial 


tools; no line is more consistently or widely advertised. 


ARMSTRONG WRENCHES are made of finer steels; 
are heat treated, tempered and accurately machined. 
They are stronger and handier—each is properly 
balanced and beautifully finished. They give years 
of satisfying service. 





DETACHABLE HEAD SOCKET WRENCHES. Mini- 


eng Ene ah fF Ly By Standardize on ARMSTRONG WRENCHES and your 
pe og Myth BO h sal ill ri hil h 

x u ° enings rom 
double hex and double square. Openings irom wrench sales will rise while your wrenc 


Forged Reversible Ratchets. troubles disappear. 
BRIDGE RATCHETS. Sockets machined from bar 
steel. Openings from 1” to 31%". Handles are 


drop forged steel. Write for Catalog-C-39 


ARMSTRONG 
TOOLS from your 
Supply House 










ARMSTRONG BROS. TOOL CO. 
moar, Lest, Puce “The Tool Holder People” 
tensions and drop forged. Reversi- 
a - 305 N. Francisco Ave. Chicago, U.S.A. 


eter. 
Eastern Warehouse and Sales: 199 Lafayette St., New York 











Pid i Ta SET 5 5 a mm ma ts TS 
"ARMSTRONG TOOL HOLDERS Are Used in Over 96% of the Machine Shops and Tool Root 


ies. Rae ~ “rhs ait ais datas 8 
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SALES 
TALK! 


These Two Satisfied 
“LOWELL” Users Put It 
In Your Mouth 








“WE'RE THE BIRDS 
WHAT KNOWS A 
WRENCH” 


Believe 


us—there’s plenty 0’ 
speedin’ up on our joints with 


this new LOWELL socket wrench. 
You c’n take it from us these 
LOWELLS are strong, too, and 
they wear—that’s why the boss 
got ‘em. You can always tell ’em 
easy by the red socket and black 
handle. 
REMEMBER 


There is nothing just like Lowell 
Wrenches. 


LOWELL 


LOWELL WRENCH CoO. 
Worcester Mass. 














90 








Allis-Chalmers Appoints 
W. F. Daly St. Louis Manager 


W. F. Daly, formerly on the staff 
of Allis-Chalmers Mfg. Co.’s Chi- 
cago office, has been appointed dis- 


trict office manager at St. Louis. 
C. L. Orth, who has been manager 


of this office for the past 29 years, 
will continue in a consulting and 
sales capacity. 

Since 1924, Mr. Daly has been 
connected with Allis-Chalmers’ Chi- 
cago office, where he specialized in 
power and electrical equipment, es- 
pecially power house apparatus such 
as turbines, condensers, _ trans- 
formers, switchgear and_ related 
products. Mr. Daly is an associate 
member of the American Institute 
of Electrical Engineers and for the 
past several years has held office in 
the Chicago chapter. 





LEGAL NOTICE 





STATEMENT OF THE OWNERSHIP. MANAGEMENT, 
CIRCULATION, ETC., REQUIRED BY THE 
ACTS OF CONGRESS OF AUGUST 24. 

1912, AND MARCH 3, 1933 


Of Mill Supplies, published monthly, and semi-monthly 
in December at Albany, N. for October 1, 1939 


State of New York 7. 
Ccunty of New York {~° 


Before me, a Notary Public in and for the State and 
county aforesaid, personally appeared D. CC. McGraw, 
who, having been duly sworn according to law. deposes 
and says that he is the Secretary of the McGraw-Hill 
Publishing Company. Inc., publishers of Mill Supplies, 
and that the following is, to the best of his knowledge 
and belief, a true statement of the ownership, manage- 
ment (and if a daily paper, the circulation), etc., of 
the aforesaid publication for the date shown in the 
above caption, required by the Act of August 24, 1912, 
as amended by the Act of March 3. 1933, embodied 
in section 537, Postal Laws and Regulations. printed 
on the reverse of this form, to wit: 

1. That the names and addresses of the publisher, 
editor, managing editor, and business managers are: 
Publisher, McGraw-Hill Publishing Company, Inc., 339 
West 42nd St.. N. Y¥. C. Editor. J. Welch. 330 West 
42nd St., N. Y¥. C. Managing Editor, None. Business 
Manager, James A. Channon, 330 West 42nd St., 
=m a € 


2. That the owner is: (If owned by a corporation, its 
name and address must be stated and also immediately 
thereunder the names and addresses of stockholders own- 
ing or holding one per cent or more of total amount of 
stock. If not owned by a corporation, the names and 
addresses of the individual owners must be given. If 
owned by a firm, company, or other unincorporated con- 
cern. its mame and address, as well as those of each 
individual member, must be given.) McGraw-Hill Pub- 
lishing Company, Inc., 330 West 42nd St.. N. Y¥. C 
Stockholders of which are: James H. MeGraw, 330 West 
42nd St.. N. Y¥. € James H. McGraw. Jr., 330 
West 42nd St., N. Y. C. James H. McGraw, James H. 
McGraw, Jr., and Curtis W. MeGraw. Trustees for: 
Harold W. McGraw, James H. McGraw. Jr.. Donald C. 
McGraw, Curtis W. McGraw; Curtis W. McGraw, 330 
West 42nd St.. N. ¥. C. Donald C. McGraw, 330 West 
42nd St., N. ¥. C. Anne Hugus Britton, 330 West 42nd 
, mw v- € Mildred W. MeGraw. Madison. N. J 
Grace W. Mehren, 73 No. Country Club Drive, Phoenix, 
Ariz. J. Malcolm Muir & Guaranty Trust Co. of New 
York. Trustee for Lida Kelly Muir, 140 Broadway, 
N. Y¥. C. F. 8S. Weatherby, 271 Clinton Road, Brook- 
line, Mass 

3. That the known bondholders, mortgagees, and other 
security holders owning or holding 1 per cent or more of 


total amount of bonds, mortgages, or other securities 
are: (If there are none, so state.) None. 
4. That the two paragraphs next above. giving the 


names of the owners, stockholders, and security holders. 
if any, contain not only the list of stockholders and 
security holders as they appear upon the books of the 
company but also, in cases where the stockholder or 
security holder appears upon the books of the company 
as trustee or in any other fiduciary relation, the name of 
the person or corporation for whom such trustee is act- 
ing. is given; also that the said two paragraphs contain 
statements embracing affilant’s full knowledge and belief 
ax to the circumstances and conditions under which 
stockholders and security holders who do not appear 
upon the books of the company as trustees, hold stock 
and securities in a capacity other than that of a bona 
fide owner; and this affant has no reason to believe 
that any other person, association, or corporation has 
anv interest direct or indirect in the said stock, bonds, 

ther securities than as so stated by him. 

5. That the average number of copies of each issue of 
this publication sold or distributed, through the mails 

wtherwise. to paid subscribers during the twelve months 
preceding the date shown above is This information 

required from daily publications only.) 

D. C. MeGRAW, Secretary. 

MeGRAW-HILL PUBLISHING COMPANY, INC 

Sworn to and subscribed before me this 25th day of 
September, 39 


SEAL] H. E. BEIRNE, 
Notary Public, Nassau County. Clk’s No. 84. N. Y. 
Clk's No, 98, Reg. No. 0-B-90 


(My commission expires March 30. 1940) 
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1WANTA 
SAFETY 

CONTROL 

THAT WILL PASS 

INSPECTIONS 














‘You WANT a’ 


SCHRADER, ITS 
INEXPENSIVE 








Conscientious factory inspectors are mak- 
ing the market for you. Familiarize your- 
self with the Schrader Safety Control so 
that you can cash in. 


The Schrader No. 9576 is an air actuated, 
double valve controlled safety device which 
passes inspection because it cannot be 
“jumped” by the operator. Fits all power 
presses and drop hammers—cutters, shear- 
ers and similar machinery, whether fitted 
with continuous or single action clutches. 
Your customers’ own mechanics can easily 
make the installations without change in 
machine construction. 


Operating a 
standard 
power press 
equipped with 
Schrader 
Pneumatic 
Controls 


Schrader 


286. US PAT OF® 


PNEUMATIC 
SAFETY CONTROLS 


A. SCHRADER'S SON BROOKLYN, N. Y. 








Division of Scovill Manufacturing Company, Incorporated 





RPMS 


—: 
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g AMERICAN MACHINIST 
= 330 WEST 42 no STREET NEW YORK,N.Y 


November 5, 1939 


Mr. H. F. St. George, Vice President 
Shadbolt & Boyd Co. 

413 North 2nd St. 

Milwaukee, Wis. 


Dear Mr. St George: 


Here are the names of some of the first men of metal-—working you 
must sell in Milwaukee—and here’s what they think of American Machinist, 
first metal-—working paper: 


J. H. BOSNIAN, general plant superintendent of Chain Belt Co., who has 
used American Machinist advertising to aid him in selecting $125,000 worth of 
equipment each year for the past several years. "I would be lost without it." 


GEORGE E. JOHNSON, assistant vice-president of A. 0. Smith Corp. "American 
Machinist has been helpful and instructive to our organization in our manufacturing 
operations." 


E. L. LOCHEN, superintendent of shops and rolling stock of Cold Spring 
Shops, Milwaukee Electric Railway & Light Co. "Progress and change are so rapid 
in the machine-tool industry, the only way to keep up is to read American Machin— 
ist. It makes the rounds here, and filed issues give us the answers to specific 
problems." 


H. H. ERKELENZ, manager of engineering and works of Harnischfeger Corp. 
"We make sure all key men read American Machinist. Interesting stories of 
developments and new equipment keep me reading it." 


H. A. SEDGWICK, general superintendent of Cutler-—Hammer Co. "For 43 
years I have been an avid reader of American Machinist. I emphasize to every young 
man that American Machinist has kept me abreast of the things I wanted to know—— 
no man can advance himself unless he reads his trade papers." 


As in Milwaukee, so also in Hartford, Syracuse, Los Angeles or Houston, 
or in any other metal-—working metropolis of America, first men of metal-working 
the country over use American Machinist as their buying guide. Manufacturers 
you represent can help you most by advertising to metal-—working in.... 


Yours sincerely, 


Lal Vackinith 
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CAREYCEL—the patented insulation for low 
pressure steam and hot-water heating systems 
(for temperatures up to 300° F.)— 


CUTS HEAT LOSSES 30% 


Impartial tests at Mellon Institute proved the 
rate of heat loss through Careycel to be 30% 
less than through an equal thickness of aircell 
insulation. Shrinkage is only 1/10th that of air- ™”°” satisfaction for users 
Eliminates heat-wasting cracks at joints;  /refts fer — distributors. 
makes a better looking job; increases efficiency = and details of Distributor 
of heating equipment; saves fuel. 





THE PHILIP CAREY COMPANY -°_ Lockland, Cincinnati, Ohio 


BRANCHES IN PRINCIPAL CITIES 


WE WILL SATISFY THOSE WHO DEMAND THE BEST 






PROVEN BY 
PERFORMANCE 


The performance of WINTER TAPS is well 
known among tap users. This customer ap- 
proval insures repeat business for WINTER 
Distributors, and our expert engineering 
service, merchandising co-operation, and 
thru-the-distributor sales policy backs them 


UALITY IA 


THE WINTER BROTHERS CO., Wrentham, Mass. 


Main Factory: WRENTHAM, MASS.—Branch Factory: DETROIT, MICH. 


A Division of the National Twist 
Drill & Tool Co., Detroit, Michigan 












BOVE-CAREYCEL CONSTRUCTIO 


ALLOW-AIRCELL CONSTRUCTION 


iy, eR 


CAREYCEL assures ut- 
easier sales and good 
rite for interesting data 


Franchise—address Dept. 
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Horter Made General 
Sales Manager of C-H 


G. S. Crane, vice-president in 
charge of sales and engineering for 
Cutler-Hammer, Inc., Milwaukee, 
has announced the appointment of 
B. M. Horter as general sales man- 





B. M. HORTER 


ager for the company. In his new 
duties Mr. Horter will have direct 
supervision of sales for the company 
through its twenty-four selling terri- 
tories throughout the country. 
Cutler-Hammer has also an- 
nounced that H. E. Ankeney has 
been appointed to take charge of the 
company’s Indianapolis territory. 
Mr. Ankeney began his career 
with Cutler-Hammer after graduat- 
ing from Iowa State College with a 
B.S. degree in electrical engineering. 


Knisely of Republic Steel 
Named A.B.P. Executive 


By a unanimous vote of the execu- 
tive and sub-committee of Associated 
Susiness Papers, Inc., a non-profit 
organization for the upbuilding of in- 
dustrial trade and vocational publica- 
tions, Stanley A. Knisely, advertis- 
ing manager of Republic Steel Corp., 
was named executive vice-president. 

Mr. Knisely comes to A.B.P. with 
a wide acquaintanceship among ad- 
vertisers and trade association exec- 
utives. His background and past 
experiences in this field fit him 
admirably for this new post. 


Mcintyre Steps Up 


C. E. McIntyre, assistant manager 
of sales for the Cleveland district of 
Carnegie-Illinois Steel Corp., was re- 
cently made manager of the firm’s 
suffalo, N. Y., office. 








E 





SELL WITH 
CONFIDENCE 


EXPANSION SHIELDS 


= 
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For lag screws, machine bolts 
and machine screws. For vi- 
brating machinery—vwill not 
loosen 


TOGGLE BOLTS 





Work instantly in any hollow 
place making secure anchor- 
age for fixtures in any position 


SCREW ANCHORS 





For machine or wood screws. 
Easily calked to produce a 
quick and secure anchorage 


BOLT ANCHORS 





ae 
FIXTURE ¢ 


Heavy duty for holding bolts 
permanently in concrete, mar- 
ble, stone, brick, ete. 


Arro cadmium plating in- 
creases attractiveness and sal- 
ability and prolongs life and 
service for the user. It will 
not peel, chip or flake when 
bent, hammered or drawn. 


Remember we sell through 
wholesale distributors only. 





‘ ; Ys 
. ARRO > 
MARK 


TRADE - 


ARRO EXPANSION BOLT 60. 
MARION, OHIO 















Toledo Scale Co. Now 
Operating in New Factory 


Manufacturing has been started by 
the Toledo Scale Co. in its new 
factory which replaces the six old 
plants which the company had de- 
veloped in its forty years of growth. 

The factory, by Albert Kahn, Inc., 
covers 250,000 sq.ft. It is of steel 
frame type, with special adapted 
steel roof trusses, and walls of brick 
and glass. 

The factory is heated by a new 
projection type unit heater with 
direct horizontal suspended blower 
units located in the trusses. Light- 
ing is by trolley ducts at truss 
height, from which individual lights 
can be taken off at any desired spot. 








Building Cost Avoided 


(Continued from page 25) 








are connected by teletype. The 
company has been able to cut its 
telephone bills $100 a month on 
the average, by using the teletype 
system, it is claimed. And there 
is the further advantage that the 
files contain a complete record of 
all communications passing back 
and forth. 

This industrial supply house is 


| growing rapidly, serving a_ pro- 





ductive area in central California. 
executives are: A. A. Smollfield, 
president ; KF, M. Viebrock, vice- 
president and general manager ; 
H. R. Cole, 
S. H. Hornage, sales manager ; 
and J. W. Dawson, manager mill 
supply department. 


secretary-treasurer ; 








The ABC's of Steel 


(Continued from page 27) 








A modern blast furnace is a cir- 
cular brick-lined steel shell, some- 
times over 100 feet high and about 
20 feet in diameter. Some of the 
larger furnaces now in operation 
are capable of a daily production 
of about 1000 tons of pig iron. 
However, a capacity of 600 to 700 
tons is generally the rule. 

Adjacent to each furnace are 
three or four stoves for preheating 
the air before it is blown into the 
turnace. These stoves are cylindri- 
cal in shape about 22 feet in 
diameter, and 100 feet high. The 





interior of the stoves is filled with 
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Pipe line failures on high pres- 
sure, high temperature systems, in 
addition to the danger involved 
are a source of excessive main- 
tenance expense. 


You can actually save money for 
your customers by recommending 
W-S Forged Steel Fittings. High 
tensile strength, resistance to 
high temperatures, pressures and 
corrosion are combined with a 
a assurance of long service 
life. 


Available in both Screwed and 
Socket Welding styles in a com- 
plete range of types and sizes. 


There is a BIG MARKET in your 
territory. We'll help you sell it. 
Ask for complete details. 


The Watson-Stillman Co. 
Roselle, N. J. 


FORGED'ST 
epee 
“WT TINGS: 














IN THE 
WELLS LINE! 


W HEN you're 


selling Wells Saws, 
there are no "shelf 
models” — they 
move because users 
know that fast, ac- 
curate sawing and 
long, dependable 
life are built into 
every Wells Saw. If you are not already taking in the extra profits that Wells 
Saws will bring you, write to us today! 


Write for list of Users. 


Built in Two Sizes 
No. 8 No. 5 
8” diameter 5” diameter 
or 8” x 16” or 5” x 10” 
flat flat 


Also the new No. 9 Upright 
Sow, a recent addition to the 
Wells line. 


WELLS MFG. CORP. 














) FOR CONSISTENT 
.. SALES VOLUME 


FITLER 





THE EDWIN H. FITLER CO. 


Manufacturers of Quality Rope for Over a Century—Established 1804 
MAIN OFFICE, PHILADELPHIA, PA. 


New York St. Louis New Orleans 


Chicago Houston Los Angeles 


San Francisco 
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refractory bricks arranged in a 
checker pattern; this permits easy 
passage of the gas and provides a 
large area of exposed brick sur- 
face. In operation the checker work 
is first heated by burning blast 
furnace gas in special burners at 
the bottom of the stoves. When 
the checker work is hot, the burn- 
ers are turned off and air is 
pumped through the stove. During 
its passage through the hot brick 
work the air is heated to 1000 to 
1700° F., before it is delivered 
into the blast furnace. 


Iron in Metallic State 


Iron ore, coke, and limestone are 
charged at the top of the furnace 
by means of a skip car running on 
an inclined track. The hot air 
which is blown in through nozzles 
or tuyeres, located near the bot- 
tom, burns the coke and forms 
carbon monoxide gas which, in 
turn, reduces the iron oxides in 
the ore, leaving the iron in the 
metallic state. The intense heat 
created by the burning coke melts 
the iron which trickles down 
through the charge and collects 
in a pool on the furnace hearth. 
At the same time the limestone is 
calcined by the heat of the furnace ; 
the resulting lime combines with 
part of the impurities in ore and 
coke and forms a molten slag 
which drips to the hearth, where 
it floats on top of the heavier iron. 

The slag is drawn from the fur- 
nace at frequent intervals, while 
the iron is tapped four to five 
times every 24 hours, in “casts” 
averaging from 100 to 150 tons 
according to the size of the fur- 
nace. 

Nearly two tons of iron ore, 
one ton of coke, half a ton of lime- 
stone, and about four tons of air 
are required for every ton of iron 
produced. Besides a ton of iron 
the furnace also produces about 
half a ton of slag. The gases pass 
cut at the top and then through 
cleaners where most of the dust is 
removed. Part of the gas is burned 
in the stoves, as has been men- 
tioned in the foregoing, while the 
remainder is used for production 
of power for pumping air into the 
furnaces, for generating electricity, 


and for heating the various types. 


of furnaces used in che steel mak- 
ing process. 

















The slag is usually hauled away 
in large pots mounted on railway 
trucks, and dumped on the so- 
called slag banks. 

By proper conditioning, blast 
furnace slag may be used in the 
manufacture of cement, or blown 
for insulating material. Crushed 
and sized slag is also used as bal- 
lasts in road building, in concrete, 
and in similar applications as re- 
placement for crushed stone. 

The iron tapped from the blast 
furnace is called pig iron and is 
impure, containing considerable 
amounts of carbon, silicon, manga- 
phosphorus, sulphur and 
other elements. For this reason it 
lacks the strength, ductility and 
resistance to shock characteristic 
of steel. It is cast into 40 to 100 
lb. bars, or pigs (hence the name 
pig iron) for future refining, or 
for use in the production of iron 
castings. Or, as is the usual pro- 
cedure in the large steel plant, it 
is tapped into special hot metal 
cars and hauled to large refractory- 
lined vessels called mixers. Here it 
is held at a uniform temperature 
until it is needed in the steel mak- 
ing furnaces. 

Next month: Steel making, the 
bessemer open hearth, 
electric furnace. 
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Up Goes Curtain 


(Continued from page 24) 








tools in the Municipal Auditorium 
October 12, 13 and 14. 
Guests included executives, pur- 


chasing agents, engineers, ma- 
chinists, mechanics and_ others 


associated with industrial plants ; 
contractors, school students and 
representatives of the various 
trades. Visitors to the show saw 
demonstrations of the latest in 
hand and power tools. The keenest 
interest was shown whenever fac- 
tory men “went into action” with 
their demonstrations, and many 
substantial orders for items shown 
were received by Central Hard- 
ware representatives. 

Baltimore—Crowds of interested 
spectators, from industrial plants 
in and around this city nightly 
jammed the portals of the Lord 
saltimore Hotel on the evenings 
of October 24, 25 and 26 to view 
the industrial show sponsored by 











6 SALES 


VOLUME 





THAT SPELL SALES 


POINTS 








“BLUE DEVIL" 





SAFETY 
SOCKET 
SCREWS 





1—Knurled Chamfer 


3—Hexagon 
Wrench Fit 





2—Cold-formed Head—Continuous Fibers 
Socket with True Sides — Full 


4—Concentric Head—Square Shoulder 
5—Accurate Die-Cut Threads 
6—Distinctive Draw Blue Finish 


Fill your customers’ orders promptly and dependably 
from the complete line of Safety Socket Screws. Sell 
them satisfaction with the first order and they'll repeat 
again and again. Have you our complete catalog— 





4445 N. KNOX AVE. 





SAFETY SOCKET SCREW CORPORATION 


CHICAGO, ILL. 

















No. 0 CUTTERS 





DESMOND HEAVY DUTY DRESSER 


THE ONLY COMPLETE LINE 
OF DRESSERS AND CUTTERS 


Whether you require a ball bearing equipped 
dresser for a large snagging wheel or a dia- 
mond tool for a tool room wheel you can 
promptly secure it from our complete stock. 


It will pay you to make us headquarters for 
all of your dresser and cutter requirements 
as you and your customers are guaranteed 
complete satisfaction. Write for catalog and 
prices to-day. 





é 


DESMOND HEX DRESSER 











ARI 


DESMOND DIAMO-CARBO DRESSER 


THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 





MILL SUPPLIES © NOVEMBER 10, 1939 








Simplex Jacks-the Safest Line 
is also the 
most complete Line! 





Sound engineering, better 
construction and well- 
planned advertising and sales 
promotion have built con- 
sumer acceptance for Simplex 
Jacks—every industry prefers 
them because theyare strong- 
er, safer and save man-hours 
by increasing man-power! 
How is your stock? Are you 
using Simplex Sales Helps? 
Check your sales manual— 
be sure you have the latest 
information and price sched- 
ules on the quick turn-over 
Simplex Line! 


TEMPLETON, KENLY & CO., Chicago 
Better, Safer Jacks Since 1899. 
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SIMPLEX 


GOLD MEDAL AWARD SAFETY JACKS 





YOU'LL SAVE 


TI 


you sti. Mational 
TWIST DRILLS, HOBS, REAM- 
ERS AND MILLING CUTTERS! 














NATIONAL TWIST (ag DRILL ano TOOL CO. 
DETROIT U. S. A. 
Top and Die Division, WINTER BROS. CO., Wrentham, Mass. 








Bactory Branches: * NewYork + Chicage + Philadelphia . Cleveland 
Distributors in Principal Cities 
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the Purchasing Agents’ Associa- 
tion of Baltimore. Some 81 manu- 
facturers and industrial distribu- 
tors had booths at the exhibit. 
First prize for the Most Attrac- 
tive booth (national exhibitors ) 
went to American Brass Co., with 
honorable mention to Revere Cop- 
per & Brass. L. A. Benson Co. 
took first prize in the local com- 





Knocking off a few minutes relaxa- 
tion in the Anderson & Ireland booth 
at Baltimore were, left to right: 


George Somes, Standard Pressed 
Steel; Otis Reader, Lufkin; Luke 
Boyd and P. C. Platt, both of Stan- 
ley Electric Tools. 


petition with an honorable mention 
going to James Walker. Mine 
Safety Appliances copped first 
prize for the Most Informative 
Booth while Carey Machinery & 
Supply, a close runnerup, was 
awarded honorable mention. 








Reaping Hobby Dollars 
(Continued from page 29) 








units like you sell the local garages, 
but the tools and accessories may 
be the fanciest the individual can 
buy. 

The beginner buys typical car- 
penter tools like crosscut, rip and 
keyhole saws, hammers, a set of 
planes, brace and set of bits, scroll- 
saw, square, screwdrivers, wood 
chisels, and so on. Supplies in- 
clude nails, screws and sandpaper. 
Then he'll begin to enlarge his kit 
of planes, drills and chisels. His 
particular bent will lead him into 
such items as spokesshaves, a 
breast-drill and bits, expansive 
bits, vise, combination square, 
compasses, dividers—even an elec- 
tric glue pot or a mitre saw. Next 
he’ll just have to have a jigsaw, 
bandsaw and circular saw with mo- 
tors to match. 

Then carpentry gets too tame for 
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him and he turns to woodturning. 
That means a wood lathe, a motor 
and some form of drive, wood- 
turning chisels, dividers, wood 
rasps, calipers, chucks. Next he'll 
need a grinding wheel to keep 
tools sharp. 

As soon as he gets the house and 
his friends’ houses loaded up with 
candlesticks, bowls, chair legs, 
balusters, dumbbells (the wooden 
ones) and anything else that can 





Here a little jigsaw is working on 
plastics. See the special work light? 
And remember all the blades that 
must be replaced 


conceivably be turned, he begins to 
look for new worlds to conquer. 
He may try plastics or he may try 
metals, but in either case he'll be 
buying metal-working tools. 

He'll get a small engine lathe, 
with a bigger motor, a clutch, and 
such added tools as drills, toolbits 
and holders, metal files, emery 
cloth, wrenches, center punches, 
cold and cape chisels, machinist’s 
hammers, hacksaws, a combination 
square, a vise, and an_ outside 
“mike”. Of course, he'll promptly 
need a drillpress, chuck—and 
maybe another motor. He soon 
tires of turning a grinding wheel 
with one hand—so he buys a bench 
or floorstand grinder. Whenever 
he can save enough out of the 
lunch or rent money, he buys more 
small tools, accessories and sup- 
plies—always assuring his wife 
that the junk he’s making ts sav- 
ing all kinds of money. She doesn't 
believe him, but at least it keeps 
him home nights. 

Next thing you know, he has to 
have a milling attachment for his 
lathe or a whole bench milling 
machine—and shortly after that a 











How to Win Customers 
and Influence Profits! 





© The easiest and surest way for you 
to make the most of the manila rope, 
wire rope, tackle-blocks, and accessory 
business in your territory is to let your 
customers know that you stock and sell 
the UPSON-WALTON line. And once 
they have tried these products bearing 
the famous "U-W” trademark, their sat- 
isfaction assures a repeat business that 
continues to bring in bigger profits. 


Write for our latest bulletins. They in- 
clude complete information on the un- 
usual sales opportunities offered by our 
specialized mill supplies! 





Established 1871 


Main Office and Factory: 1168 W. llth St. 
CLEVELAND, OHIO 
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urvey Your GASKET 
MARKET 








Now’s the time the load goes on and Joints really 
start poppin! Talk good Goetze Gaskets and get 
the business. 


And remember — quick Goetze service helps you 
give service on emergency needs. Just whistle. 


Yours, G. G. 


GOETZE GASKET & PACKING CO., Inc. 


26 Allen Avenue, New Brunswick, N. J. 
Branch Oftices in Principal Cities 


UBS for GASKETS 


“America’s Oldest and Largest Industrial Gasket Manufacturer” 
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that always satisfy 
‘ALLIGATOR % BRAND’’ 


Regardless of all the claims made today for 
files (and there are plenty being made) our 
complete line of ALLIGATOR BRAND FILES 
in both American and Swiss Pattern goes 
right ahead giving satisfaction and bringing 
profits. 





In some sections we can accept distributors. If 
you want a real profitable quality high grade 
complete line of files write us — 


CARSON-NEWTON CO. BELLEVILLE, N. J. 



















STAINLESS STEEL 


Corrosion Resisting 
VALVES—PIPE FITTINGS 


TO HELP YOU SELL LOW 
MAINTENANCE AT A PROFIT 


WITH ALOYCO Products you can relieve plants 
and mills in your territory of the cost burden im- 
posed by corrosion and contamination of valves and 
fittings handling corrosive liquids. 


A profitable market is open to you because ALOYCO 
STAINLESS STEEL VALVES, PIPE and FITTINGS are 
available to meet all your customers’ requirements. 
ALOYCO Products are backed by a sales-engineer- 
ing service to help you handle corrosion and con- 
tamination problems, efficiently and profitably. 

Get full information on profitable appli- 


cations by writing for the new ALOYCO 
Booklet. 


ALLOY STEEL 
PRODUCTS CO. 


1300 W. Elizabeth Ave. 
LINDEN, NEW JERSEY 
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little shaper. Those take cutters, 
toolbits and more tools. 

So it goes, pyramiding itself 
until he has to start a spare-time 
machine shop to take care of the 


And the 


home tool. 


essential 


drillpress—an 
With it go a worklight, 
v-belts, chuck, set of drills, and a 


drill vise. Not bad, eh? 

overhead or his wife starts send- 
ing out the washing because he’s 
used up the basement and the spare 
hedroom. But meanwhile, you've 
heen doing very nicely for your- 
self through him and his friends. 
And you can thank Uncle Sam 
and his modern working hours for 
it all. 

Of course, your prospect: may 
take to whittling—like I did—and 
then you may as well give up. His 
whole workshop is in his pants 
pocket, and he only adds to it when 
he sees a new knife with a tricky 
blade or a fancy handle. You'd 
better let him go to the hardware 
store, while you concentrate on the 
real prospect—the home craftsman. 








Training Distributors’ Salesmen 


(Continued from page 19) 








But this doesn’t mean that they 
won't from 
manufacturers under certain con- 
ditions. 

No clear-cut majority favored 
any particular planning of 
training. Forty per cent of the 
houses voted for a more or less 
hand-to-mouth proposition with 


welcome assistance 


sales 
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individual situations to be handled 
as they arose—at the next Satur- 
day morning meeting. While 33 
per cent preferred a carefully or- 
ganized program planned for a 
year in advance, 26 per cent 
plugged for a program mapped a 
month in advance. 

Industrial distributors are hun- 
gry for product information and 
for specific discussions of sales 
technique and applications that 
their men can turn into more 
business. Answers to frequent ob- 
jections, particularly on new prod- 
ucts, and general discussions on 
sales technique were noted by half 
the houses as important elements 
in a sales training program. 
Strictly inspirational material for 
no other purpose than to pep up 
morale of salesmen is on the de- 
cline, though still thought im- 
portant by half the distributors re- 
plying. Most salesmen have al- 
ready had handed to them all the 
pep talks they can digest. 





Training Younger Men 

Several distributors were asked 
to elaborate on a_ possible, well 
rounded sales training program 
for younger salesmen. Here is a 
typical breakdown with suggested 
values : 
Product information. . .30 per cent 
General discussion of 


sales technique. .....20 per cent 
. Specific discussion — of 
sales technique......< 30 per cent 
\nswers to frequent 
objections cet eee woke per cent 


Inspirational material. . 5 per cent 


Periodic bulletins were favored 
hy 72 per cent as the best means 
of imparting sales instruction. 
Thirty-four per cent inclined to- 
ward motion pictures and 19 per 
cent indicated playlets as a good 
means of putting over sales in- 
struction. A series of printed 
booklets to be combined into a 
sales manual was advocated by 22 
per cent, while 15 per cent fa- 
vored a correspondence course of 
definite lessons with question and 
inswer sections. 


In commenting on this last point 
inany distributors stated they rely 
most entirely on personal in- 
struction — man-to-man — confer- 
ences between salesman and sales 
inanager—rather than on any for- 
ial presentation. This method, of 








Chicago Rawhide Hammers have well balanced one-piece 
malleable iron heads and replaceable inserted faces 
securely seated and backed-up which cannot loosen even 
under the severest service. These tough durable rawhide 
faces have a resiliency that absorbs shock and prevents marring, battering and 
breaking . . . A non-bouncing resiliency with a satisfying “carry through" that gets 
work done. Tool users prefer Chicago Rawhide Hammers because they cannot 
splinter or split, crumble or “smear”. They are accurate, safe striking tools made 
in . sizes and weights. Also Mallets with all rawhide heads in twelve sizes and 
weights. 

Thess is a volume of business for the distributor who pushes Chicago Rawhide Hammers and 
Mallets for assembly and production operations, maintenance work, die work, etc. ?emember 
each Chicago Rawhide Hammer or Mallet you sell makes another satisfied repeat customer. 


B CHICAGO RaWudeE MFC.CO. 
en 1290 ELSTON AVE: CHICAGO -U-5-A- 

















THE 
CORED 
BAR 


@ Obviously, it 
sells better! 


The Bunting Brass & Bronze Co., Toledo, Ohio 
WAREHOUSES IN ALL PRINCIPAL CITIES 


BUNTING 


PRECISION BRONZE BABS + BABBITT METALS 
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Hack Saw Blades will out-cut 
and out-last any other blade 
you sell. 
They are 






















BLADE 
for 


BLADE 


Box for Box 
patented High-Speed-Edge 


MARVEL 





® NON-BREAKABLE for the life 
of the culting edge 


The reason is simple. 


NON-BREAKABLE., 


Tough Alloy 
Steel Back 


@ These three exclusive features put the strength 
and stamina in MARVEL High-Speed-Edge blades 
that make them cost less, in the long run, under 
the most severe conditions, than any blade you 
can sell. That means repeat business for you— 
nore sales—and the important thing; more profits! 
Make MARVEL High-Speed-Edge Blades your 
leader because they do lead the field. 






1 Electric Welded We will gladly send you a circular with whole 
by patented story about MARVEL High-Speed-Edge Blades 


i n 
oo. hry eae. and Saws—a complete line. 


18°, Tungsten 
High Speed 
Steei. 





Buy from your local distributor 


ARMSTRONG-BLUM MANUFACTURING CO. 


“The Hack Saw People” 
5753 Bloomingdale Ave., Chicago, U. S. A. 


Eastern Warehouse and Sales: 199 Lafayette St.. New York 











Safety Belt Hooks and Lacers 
Give You More Profit! 


4 
See Those Jaws 
SAFETY Not flat, but RIBBED 
, Each Rib Contacts 
Portable Lacer eee Gane 












Let us explain, 
quote you and 
outline our sales 
co-operation. 


The Best 
Belt-Lacing 
System oe . 
ooks are easily 
Me a sunk below the 
a You! surface of belt 
or You! : 4 
Largest re a These two features 
appeal to 
Stronger mechanics. 


Sales are easy! 


Safety Belt-Lacer Co., Toledo, Ohio 
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course, has very definite limita- 
tions in the larger house and even 
in some of the smaller ones where 
the salesmen are operating wholly 
or partly on a commission basis 
and resent too close 
supervision. 


a personal 


The fact that 69 per cent recog- 
nized that sales training should 
reach all personnel having cus- 
tomer relations, including counter 
men delivery, credit men, execu- 
tives and salesmen, is an encour- 
aging sign. Sixty-five per cent 
wanted to limit the training to the 
entire sales force, 10 per cent felt 
that it should be directed only 
toward juniors and new men. 
Some (4 per cent) felt that sales- 
men in the lower third and city 
and country salesmen but nof 
counter men should receive the 
most intensive training. 

Most of the distributors, 85 per 
cent, placed the greatest stress on 
group meetings as the best means 
of accomplishing training. 
However 52 per cent felt that 
working with manufacturers’ mis- 
sionarymen was very valuable. 
Another group, 45 per cent, se- 
lected working with experienced 
distributor salesmen as the ideal 
way of putting across effective 
sales training. 


sales 








What a Joint! 


(Continued from page 21) 








several interchangeable dies, or 
four chasers adjustable for various 
sizes, some sets being limited to 
the 1 to 2-in. range, others having 
extra chasers to handle everything 
from 4-in., 27-thread, up to 14 
or 14-in., 114 thread. For close 
quarters, ratchet arrangements 
must be used—be sure the buyer 
doing a lot of heating-pipe fitting 
has one. <A convenient 
threader has 3 dies 
set into the head. 
Power is being used for every- 
thing these days, so it is only to 
be expected that threading will be 
done that way. For the usual jobs, 
portable units will work 
nicely—they act as pipe vise and 
drive the stock by means of pro- 
jecting lugs. On larger sizes, a 


3-way 
permanently 


power 


threading head has a geared drive, 
to be turned either by ratchet lever 
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lilus. Junior 
$54.50 Prices as 

f.0.b. Low as 

Factory $35.09 

























STOW Offers a Complete 


Line for All Requirements! 


1. New high-quality, low-priced utility STOW 
junior Line which broadens your market 
for Flexible Shaft Machines. 

2. Flexible Shafting in all sizes and capacities 
up to 10 H.P. 

3. STOW Heavy-duty Flexible Shaft Line, 
which has gained an outstanding reputation 
for ability to stand up under the severest 
use in production applications. 

Then ADD this: 

*® Veteran knowledge and skilled counsel of 
STOW’S engineers—with 65 years back- 
ground of experience in the Flexible Shaft! 
field—is at your service. 

And finally ADD this: 

* A merchandising program that will give 
you effective help to sell the STOW Line of 
Flexible Shaft Equipment. 

These are good reasons—and there are many 

more—why it will pay you to consider the 

STOW proposition. Dealers are lining up fat 

for STOW'S Full-Line representation in Exclus 

ive Territory. 
WRITE Today FOR COMPLETE INFORMA- 
TION — PRICES — AND FRANCHISE 
ARRANGEMENTS. 


Manufacturing Co., Inc. 
5 Shear St 
BINGHAMION, N.Y 


10 


Established 1875 


Inventors of Flexible Shafts 





Of course, for 
production pipe threading, the real 
full-fledged — pipe- 
threading machine, which not only 
provides power for threading, but 
has a coolant pump and cutting- 
off tool. 

For hand cut-off, there are two 
types of cutters, the first the old 
familiar triple-roller set with ca- 
pacities up to 12-in. pipe, and the 
lathe-tool type which actually cuts 
out a shaving and handles up to 
2-in. pipe. The full-size 
machines—some of which are 
portable, can handle 6 or 8-in. 


or power sources. 


answer is a 


about 


pipe with ease. Some specials go 
on up to 18-in. and 20-in. pipe 
and include equipment for beveling 
or reaming. The hand reamer is 
just a tapered reamer with a side 
handle. Of course, on big sizes, the 





Small threader which 1s 


portable 
doing yeoman service at the Brook 
lyn Navy Yard 


common practice is to use flanged 
joints, which means that you sell 
open-end wrenches and combina 
tion wrenches too, The latter, by 
the way, a combination pipe and 
monkey wrench, is particularly ap 
preciated by mechanics who must 
maintain a lot of small-diameter 
gage and lubricating pipe lines. 
When a little pipe is put into a 
big one, the larger one must be 
tapped. Likewise, when a section 
of pipe 
tapping is necessary. 


is screwed into a_ plate, 
Don’t for- 
get, therefore, to suggest a set of 
pipe taps of the much-used sizes 
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| We.confine all of our 
efforts and skill ex- 
_clusively to the man- 
| ufacture of Swiss 
|Pattern Files of Pre- 
‘cision, which is re- 
flected in our quality 


product. 


The satisfactory per- 


formance of our 
product creates re- 
peat orders for the 


distributor who han- 





'dles them. 

| 2 

Check up in your ter- 
'ritory on Swiss Pat- 
This 


will help inevease 


tern File users. 


SSIMS NVIIMINYV 


your Swiss Pattern 
File sales and make 
satisfied customers. 
* 

AMERICAN SWISS FILE & TOOL CO. 


110-416 Trumbull Street 
ELIZABETH, N. J. 


AMERICAN 
SWISS 


SWISS PATTERN FILES 


























MODERN DESIGN 
SAFE OPERATION 


- « QUALITY CONSTRUCTION 
- »« ECONOMICAL RESULTS 


that means 


COFFING 


Safety-Pull Ratchet Lever 


HOISTS 


Your sales opportunities are unlimited. There are potential 
users of Coffing Safety-Pull Ratchet Lever Hoists in factories 
of all kinds, mines, oil fields, railroads, garages, on con- 
struction and maintenance crews etc. AND they are vitally 
interested in the performance of the hoists they buy. Your 
best sales helps are low initial cost and long-lived, efficient 
performance in day after day service. 

Look at this from a sound business angle—Coffing Safety- 
Pull Ratchet Lever Hoists will build up a substantial, well- 
paying hoist business with little sales effort on your part. 
We cooperate with our distributors and give them necessary 
sales help. Investigate today. 








SAFETY-PULL 
RATCHET 
LEVER HOIST 


COFFING HOIST COMPANY 


Danville Illinois 
COFFING “isi,” HOISTS 
Ratchet Lever * Spur Gear * Electric 
Load Binders * Trolleys * Differentials 











poilth 


for 


when 
you 


sell 


models. 





VALLEY GRINDERS 


% Low upkeep cost 
% Economical, efficient performance 
* Complete satisfaction in service 


More than 20 years of painstaking research and manufacture have produced Valley 
Grinders, which are now accepted for their quality, accuracy, and performance through- 
out the world. Most large industrials know from experience what to expect from Valley 
Grinders and satisfied customers are your best assurance of profitable repeat business. 
Valley Grinders are powered by the famous Valley Ball Bearing Motors and protected 
by the Valley Guarantee. Specifications include heavy shafts, oversize ball bearings, 
wide wheels, and adjustable tool rests. Sizes from Y% h. p. Bench to 5 h. p. Pedestal 


Let us give you prices and details on special profit-making franchise 


for Valley Distributors. 














Valley Electric Corp. 


4221 FOREST PARK BLVD. e¢ ST. LOUIS, MO. 
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as well as stock drills to make the 
preliminary holes. 


Of course, all this assumes 
threaded joints. Where pipelines 
are welded—as in many power 


plants and some process plants, 
you can sell welding torches, flux 
and rods, or arc-welding sets and 
electrodes. In either case, be sure 
the user has all the helmets, as- 
bestos gloves and the like that he 
needs. If he’s handling large pipe, 
he’ll probably need an end-beveling 
unit—simpiy a cutting torch set at 
an angle on a carriage so that it 
cuts uniform bevels. 

The other common pipeline is of 
copper, monel, or stainless-steel 
tubing, with soldered joints. Here’s 
where your strap vise comes to the 
front, plus blowtorch, soldering 
iron solder, flux, and cut-off tools 
which will not scratch or crush. 

If your prospect handles pipe 
over about 1 in. in diameter, he'll 
he needing a portable power bender 
a simple bending fixture with an 
attached hydraulic pump, strong 
enough to bend pipe from 1 to 4 
in. in diameter. Larger units can 
apply as much as 20 tons pressure, 
smaller ones 10 tons. 

This by no means exhausts pos- 
sibilities, but it does begin to indi- 
cate the tremendous variety of 
pipe-fitting tools you can sell if 
you study your market. Remem- 
ber the tamping tools, lead and 
oakum for cast-iron pipe, the tools 
for installing hangers and putting 
on insulation—and it turns into 
quite a market, doesn’t it? 





¢ Photographs for this article were furnished 
through the courtesy of the following com 
panies: Walworth Co., Toledo Pipe Threading 
Machine Co., Beaver Pipe Tools, Inc., J. H. 
Williams & Co., Blackhawk Mfg. Co., and 
Oster Mfa. Co 








Do You Know? 


(Answers to questions on page 31) 








1. A milling cutter with teeth on 
the end—an end mill. 

2. Yes, an ultra-narrow one. 

3. Over } inch wide. 

4. For heavy cuts or 
uneven amounts of stock. 

5. Because the fast or high-pitch 
angle of the cutting edge produces 
fine finish without chatter, and often 
double or triple production. 

6. About 4 in. in diameter and 10 
in. wide. 

7. A cutter with cutting edges ex- 
tending radially toward the center 
from the cutting periphery. 

8. When two or more are spaced 


removing 
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Created by Utica 


for TOOL MILEAGE 


RUD 





This plier is especially adapied 
for steel mills, for wire-bound 
packing cases — cartons — and 


UTICA 


DROP FORGE ¢TOOL 


CORPORATION 
UTICA, N.Y. 





on an arbor to “straddle” a bolt 
or other piece, finishing two si 


9. A long, high-angle (or 
spiral) blade cutter with arbo 
ends, used for enlarging or sh 
a drilled or punched hole. 

10. Slotting, keyway cutting 
ing bolts, etc. 

11. The face-milling cutter 
staggered-tooth cutter 
surface with its side cutting e 

12. A. side-milling cutter 
teeth alternately right- and left 
in spiral and cutting on op 
sides. 

13. Permits special cutting 
rials for teeth, with a tougher 
Reduces cutter and 
costs. 

14. At sizes around 8-in. dia 
and larger. 

15. High-speed 
tungsten-carbide. 


steel, 


head 
les at 


steep 
r-like 
aping 
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finishing a 


Iges. 
with 

-hand 

pt site 


mate- 
he uly. 


replacement 


meter 


Stellite, 


16. Just what its name implies 


a small side-milling cutter o 
end of an arbor, which can cut 
slot. 

17. There sure are—lots of 


n the 
ae 3 


“em! 


18. By grinding the face of each 


tooth—not disturbing the cutter out- 
line. 

19. About the same under similar 
conditions. 

20. Yes—in deep cuts, where 
many teeth cut at once, reduce 
speed; in shallow cuts, increase 
speed. 

21. Lubricates and cools cutter, 


hence permits greater speed. 
22. 5 to 10 deg. 


23. Reduces chip space and grind 


ing life. 


24. Chips are carried around into 


the cut again. 

25. To less than 60 deg., exc 
helical cutters, and in cast 
(where chips crumble, hence 
carry around). 


ept in 
iron 
don't 








Sam Supplier's Quintuplets 


(Answer to problem on page 


31) 











Sisect each side, and draw 


as shown to complete four of the 


five equal squares 


lines 
to the opposite corner in rotation, 
The triangles so formed go outside 
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Msey ich Sproaler 


Were you ever locked up in a 
refrigerator? Well, | (ha-choo) 
spent a whole day (ha-choo) 
in one, and | think (ha-choo) 
| caught cold. Some dope, eh? 
Well, | got some real dope for 
you. | found out that there’s 
pu-lenty of industrial adhesive 
tape used in the Home Appli- 
ance Industry. And why not? 
it’s the most economical and 
best way to protect highly pol- 
ished bright work and to protect 
movable parts such as doors 
and plates in the shipment of 
stoves, ranges, refrigerators 
and other home appliances. 
Adhesive tapes are a heck ofa 
lot more satisfactory than twine 
or wire, and slash costs, too. 
Did you boys know that? Don’t 
be left out in the cold. Get hot 
—burn up the road to bigger 
adhesive tape profits. Oh, oh, 
(ha-choo) that reminds me. I'd 
better get me some hot toddy 
and thaw out. I'll toddle along 
now. See you later. 











SEND COUPON 


Gentlemen: 


Please forward at once, your 
brochure on industrial adhesive 
tapes. No obligation, of course. 


NAME 


ADDRESS 


CITY 


¢ 
4 


STATE 
INDUSTRIAL 
TAPE 
ORPORATION 


NEW BRUNSWICK, N. J. 

















PRODUCT PAGE NO. MAIN FEATURE 
Pipe and Bolt Machine 104 Portable unit requires no hand tools 
Hack Saw Frame 104 For use by automotive or industrial trade 
Wire Rope Clamp 104 Streamlined shape eliminates all projections 
Punch 105 Cuts notches for Pittsburgh locks 
Wet and Die Grinder 105 Has hood with slash bow! 
Circuit Switch 106 Offers overload and short circuit protection 
Portable Vacuum Cleaners 106 Protective screening of commutator housing 
Motor Lubrication 107 New lubricant injected forces out old 
Rechargeable Flashlight Battery 107 Comes complete with charging unit 
tespirator 109 Twin filter has 40 sq. in. area 
Storage Control 109 Housing is dust-tight, explosion proof 
Pipe Vise 110 Legs fold together for easy handling 
Sight Glasses 110 Windows 4!, in. in diameter 
Bearing 111 Seal efficiency without felt seal 
Metal Protective Coating 111 Can be applied by brushing or spraying 
Gravity Feed Oiler 112 \ny amount of oil per minute 
Automatic Time Switch 112 For store windows, alarms. etc 
Metal Spray Gun 112 Will spray up to 80 lb. per hr 
Portable Bench Grinder 112 For workshop, kitchen or garage 
Cutter and Tool Grinder 112 Equipped with universal work head 
V-Belt Fasteners 113 For cross-woven fabric core V-belts 
Arc Welder 113 Low current unit for precision work 
Die Handling Truck 114 Has two-speed hydraulic pump 
Portable Electric Sander 114 Extremely compact for fine work 
Shaper 114 Has large spindle and adjustable fence 
Diamond Wheel Dresser 114 For use by tool and die makers 
Valve 115 Developed to end gasket joint leakage 
Welding and Cutting Apparatus 115 Constructed on improved design principles 





MANUFACTURER 


Beaver Pipe Tools 

Bonney Forge & Tool Works 
National Production Co. 
W. A. Whitney Mfg. Co. 
U.S. Electrical Tool Co. 
Cutler-Hammer, Ine. 
Ideal Commutator Dresser 
U. 8. Electrical Motors 
Quirk Battery Co. 

H. 8. Cover, Inc 
Stephens-Adamson Mfg. Co. 
Ridge Tool Co 

Cochrane Corp. 

Fafnir Bearing Co 

Estox Products Co 

Trico Fuse Mfg. Co 
General Electric Co 
Master Metal Spray Co 
Speedway Mfg. Co 
Norton Co. 

Flexible Steel Lacing Co 
Allis-Chalmers Mfg. Co. 
Lyons Iron Works 
Sterling Products Co. 
Delta Mfg. Co. 

Stanley Electric Tool Div. 
Hancock Valve Div. 


Linde Air Products Co. 











NEW PRODUCTS 
WITH SALES POSSIBILITIES 


Pipe and Bolt Machine 


Portable Unit for Cutting, Thread- 
ing and Reaming 

















The new model B pipe and_ bolt 
machine offers an efficient and port- 
able means of cutting threading and 
reaming 4 to 2-in. pipe; threading 
bolts } to 2-in., and eutting off bolt 
stock | to 4 in. It has pipe eutting, 
threading and reaming tools conven 
iently mounted on a carriage oper 


104 


ated by rack and pinion feed. No 
hand tools are required. Unit is 
available with a gear-driven oil 
pump; a one-gallon overhead reser 
voir and in addition has many stand- 
urd features.—Beaver Pipe Tools, 
Warren, Ohio—MILL Suppers, No- 
vember 10, 1939. 


Hack Saw Frame 


Accommodates Blades 8 to 12 in. 
Long 


‘ee i 


Built to withstand long service, a 
new hacksaw frame makes a good 
addition to the tool kit of any auto 
motive, industrial 
faced in 
Checkered steel pis- 


refrigeration -or 
mechanic. Blades may be 


four directions. 
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tol grip fits comfortably in hand. To 
take care of needs for hack saw 
blades, the manufacturer has added 
a full line of 10 and 12 in. blades 
in coarse, medium and fine series of 
Tungsten Alloy steel with flexible 
back and hardened teeth.—Bonney 
Forge & Tool Works, Allentown, Pa. 

Mitt Suppeiies, November 10, 1939. 


Wire Rope Clamp 
Enclose Sharp Ends Within Clamp 


The streamlined shape of a new 
wire rope clamp eliminates all pro- 








ony 
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oe 
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the sharp severed ends of the rope 
inside the clamp itself. It has a 
round and smooth surface and gives 
a neat, shipshape appearance to rig- | 
ging or control wires. Clamp elimi- | 
nates splicing and serving. It can be | 
quickly assembled and installed by | 
| 
| 


jecting bolts and nuts and encloses | 
| 
| 


any workman. Comes in nine differ- 
ent sizes to fit eables from } to ? in. 
in diameter.—National Production 
Co., Detroit, Mich—MiLL Supp.irs, 
November 10, 1939. 


Punch 
For Cutting Thumb Nail Notches 





7 * 
In the accompanying illustration is U a it | n Ey e r S C re W i 
shown the special 4-B punch recently | s 
announced is primarily intended for | 

eutting thumb nail notehes for Pitts- 

burgh locks—this notch being used ope 

in ot fee. of Gad aad eee | Guaranteed Unfailing Perfor- 
work. The tool is a single purpose | 

machine and the punches and dies | 


being of different size and construe- | mance from every Holo-Krome 
tion are not interchangeable with the | FIB k 

standard 4-B punch.—W. A. Whit- | 

ney Mfg. Co., 636 Race St., Rock- | RO FORGED Soc et Screw. 
ford, Ill—Miu. Suppiies, November 


10, 1939. Quality — Accuracy — Finish. 


’ . 
Wet and Die Grinder They re r ight when you get 
For Heavy Duty Conti ‘ 
gy Bee A wana them. 


gy ® 


7 | Us 
Among the features of a new com- ig 
bination wet and die grinder, model " oe 
LOWG, is a hood on the wet side * © LO s. KRO ri] a 
which has a slash bowl with water 
reservoir and settling chamber, cen- MAIN OFFICE AND FACTORY 


trifugal pump, valve and adjustable 
nozzle. Pump is so designed that 








THE HOLO-KROME SCREW CORP. Hartford, Conn., U. S. A. 
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A complete line of conden- 
sate outfits that sell—and 
e stay sold! They cut fuel 
costs and step up plant 
_ efficiency. Easy to install. 
—! | Engineered right — made 
a right — priced right. A 
real profit line for jobbers. 
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ON the ‘‘UP-and UP’’ 


CONNERSVILLE 





AUTOMATIC 
BOILER SERVICE 


UNITS 


Condensate Return for 
Gravity Systems. 


Condensate Return and 
Boiler Make-up. 


Automatic Boiler Feed. 


For boilers up to 500 
Pressures up to 
125 Ibs. 


H.P. 


Write for complete catalog 


and prices. 


IN DIANA 








° Pump Builders for Over Fifty Years ° 

















FACTORY has 
operating official subscribers 
than any other business paper. 


by 


merits 


telling 


more plant 


MANUFACTURERS MAKE YOUR SELLING 


Easier 


the 


of their 
products to your 


best prospects in 


FACTORY. 
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bearings are not under water. Dry 
wheel guard is adjustable to wheel 
wear and has exhaust connection, 
hinged door for wheel replacement 
and adjustable laminated glass eye 
shield. Motor is 3  hp.—United 
States Electrical Tool Co., Cinein- 
nati, Ohio—MILL Suppeiies, Novem- 
ber 10, 1939. 


Circuit Switch 


Does Away with Inconvenience of 
Fuse Blow-Outs 

















Growing use of electrical appli- 
ances, the mounting activity in build- 
ing construction and rapid expansion 
in rural electrification offers many 
possibilities for application of the 
type MO “Multi-Breaker’. Designed 
for use in the home, shop, commer- 
cial building, on small workshop 
tools, feed grinders, drill presses, etc., 
this service switch offers overload 
and short circuit protection. Service 
can be immediately restored by re- 
setting of a small lever.—Cutler- 
Hammer Inc., Milwaukee, Wis.— 
Mitt Suppiies, November 10, 1939. 


Portable Vacuum Cleaners 
Has Three-Wire Ground Cable 





A line of portable hand-type and 
portable tank-type industrial elean- 
ers is now being furnished with new 
improvements which include a three- 
wire ground cable, and protective 


spares 
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Easy to SELL... 


Because You Can 
Easily Prove How 


Much They SAVE! 





WASHER TYPE 


Female Couplings 


STYLE W-16 


Everything about “BOSS” 
you to talk savings to your customers. 
Quality materials insure longer use. Leaks 
and pressure losses are virtually eliminated. 
Service shutdowns are reduced to a new low. 
There is even a decided saving in the cost 


Couplings enables 


of hose, for despite their powerful grip, 
“BOSS” Couplings actually protect the hose 
ends, thus minimizing cut-back waste, and 
replacements. 


All parts are steel or malleable iron, Cadmium 
plated to prevent rust. Made in sizes 14” to 
4”, inclusive and designed for high or low 
pressures on steam, air or liquid lines. 


Sold only in_ strict accordance with our 
established Distributor Policy 


For Complete Description of These and 
Other DIXON Products, See List 1035-X 


DIXON 


VALVE & COUPLING CO. 


MAIN OFFICE AND FACTORY 


PHILADELPHIA, PA. 


Branches: Chicago — Birmingham — Los 
Angeles — Houston 














mesh wire screening of motor com- 
mutator housing. The new three- 
wire cable, which is permanently at- 
tached to the blower handle, uses the 
third wire as a ground on the han- 
dle casing to protect the operator 
from shorting shocks caused by 
weather, excessive moisture, oil ac- 
cumulation, ete. <A fine mesh wire 
sereen prevents the entrance of ex- 
cessive dust and dirt.—IJdeal Commu- 
tator Dresser Co., Sycamore, Ill.— 
MiLL Suppiies, November 10, 1939. 


Motor Lubrication 


New Method Adds to Life of 
Bearing 





After 
ated for several months, it is desir- 
able to purge the bearing chamber 


electrical motors are oper- 


of the old lubricant. 
chambers have no provision for 
escape of the old lubricant, conse- 
quently when new lubricant is applied 
to the bearings, it mixes with the 
old grease. A new development 
makes possible the injection of new 
lubricant through a duct leading 
from the outside of the motor to the 
inner side of the bearing with a 
pressure gun. As new lubrication is 
injected, the old lubricant is forced 
out of the bearing.—U’. S. Electrical 
Motors, Los Angeles, Cal.—Mi. 
Suppiies, November 10, 1939. 


Many bearing 


Rechargeable Flashlight 
Battery 


Unit Can Be Recharged Over Night 


Flashlight operating costs ean be 
reduced with the new “Charg-O-Ma 
tic” battery, a tiny portable storage 
cell designed for flashlight, hand lan 
terns and similar use. A small and 
simple charging unit is provided to 
recharge the cell, operating on 110 
120 volt, 60 eyele a.e., current at a 
very low cost. Only the simplest at 
tention is required and the transpar 
ent. Lucite case makes it possible to 
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CUSTOMERS 


Stay on the Books 
When You 











Once you get a man to try a Dart 
Union, you’ve got a customer for 
good. For a simple reason: Darts 
do a job. And they cost less in serv- 
ice because they're built to stand up 
not merely on one installation, but 
several. They have bronze seats, 
ground for positive non-jam_ seat- 
ing. They have sturdy, clean cut 
threads that prevent scoring. They 
have extra heavy air refined mal- 


leable 


withstand 


iron bodies and nuts that 


wrench abuse .. . In 


other words, Darts: have what it 


takes to assure your customers bet- 
ter service to assure 


you repeat 


business and repeat profits ... Send 


for jobber policy. 


E. M. DART MFG. CO., Providence, R.I. 


Sales 


Phe Fairbank. Company 


fuenta 

New York 
and all branches 
fanadian Factory 

Dart Union Company. bid 


loronte, Canada 
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pooccececcesesesese 


McGraw-Hill’s new Editorial 
Program points the way to 
better understanding between 
your company and its workers, 
customers, and community 












7 VERY FUTURE of your business may depend on 


what “they” think of your firm—on what im- 
pression it is pa a on its workers, customers, and 
community. In order to help business leaders in the 
complex problems of dealing with their “publics” the 
McGraw-Hill Publications launched in October a con- 
centrated editorial program on Public Relations. 

Each McGraw-Hill publication will present from 
mow on @ complete program, based on the general 
McGraw-Hill public relations plan . . . but tailor-made 
fo fit its own segment of industry. 

The McGraw-Hill publication edited for your needs 
will continue to report the news from the industrial 
front on products, machinery, markets, and methods 

. - but in addition it will supply specific material on 
dealing with your workers, your customers, and your 
community—successfully. 





TEAR OUT—MAIL TODAY! : 
McGRAW-HILL PUBLISHING COMPANY : 
$30 WEST 42np ST., NEW YORK CITY ¢ 
(€ ) Please send me a sample copy of....................0...-+ : 
i toncscedanonse ssvesssseseneseneessneeseeesenes Without Obligation tome. | 
ES EE Sv ae vee aan Sto nce SN 8s SEEN sce TO oe H 
_ ETE Sesee en Pe ne, Tee aD H 
ERIE Rese sen cee mB nn net lee a Nck ce eRe R CN : 
I ceca: nse lpia I siincnssininisennebondonn : 

lomsecccaes * 
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Since the opening of this concerted Public Relations Program in 
McGraw-Hill Publications, a most gratifying response has been re- 

















corded. Thousands of reprints have been ordered, and commendatory 
letters have been received from hosts of readers. Here are a few 
significant excerpts from typical letters. 


“I am very glad to note 
that you are going to make 
a special effort to bring 
American business before 
the public in a little better 
light.” 

H, T. Dyett, President 

Rome Cable Corp. 

Rome, 


“I am certain the articles 

presenting the various prob- 

lems of the aviation indus- 

try will aid materially in 

increasing public interest.” 
Paul H. Brattain, V. P. 
Eastern Air Lines, Inc. 
New York, N.Y. 


“We appreciate your treat- 
ment of this subject in 
your October 8th issue and 
are studying it with a 
great deal of interest.” 

. Coffin, V.P. & 
Sales r., Wisconsin 
Electric Power Co. 

Milwaukee, Wisc. 


“Local group already organ- 
ized to tell story of indus- 
try to citizens of Worcester 

. the chairman of this 
committee told me that he 
expects the McGraw-Hill 
public relations program 


McGRAW-HILL 


will be a great help to him 
in carrying on the local 
—, * 
A. C. Hi s, Pres. 
Norton Company 
Worcester, Mass. 


“Am sure anyone getting 
the American Machinist 
and reading this insert will 
be greatly benefited ...am 
having it sent to quite a 
ae | ¢ our executives.’ 
B. Quillen, Pres. 
Cintinger Planer Co. 
Cincinnati, Ohio 


“You and your associates 
deserve the congratulations 
and the gratitude of the 
entire industry for having 
prepared what,in my opin- 
ion, is the most complete 
and comprehensive state- 
ment of a sound and con- 
structive public relations 


Program for our industry, 
that I have ever seen. You 
have approached the entire 
subject from a very prac- 
tical point of view, elimi- 
nating all the ballyhoo and 
the window dressing with 
which so many public re- 
lations efforts are all too 
as | burdened . 
Forbes, Sec'y 
Cotton Mfg. Assn. 
of Georgia 
“I shall take it upon my- 
self to see that the officials 
of _ Company pote 
with my Department — 
this section and shall also 
call the attention of the 
members of our Scale Com- 
mittee to the October Issue 
of Coal Age. ve 


E. Yc 
Firrsborgh Est Ce. 
ittsburgh, Pa. 


In order that you, your firm, and your 
industry may also profit from this new 
program, we will send you a free sample 
copy of the McGraw-Hill publication spe- 
cifically edited for your needs. 


PUBLICATIONS 


AMERICAN CONSTRUCTION ELECTRONICS MILL 
anew —— ENGINEERING SUPPLIES 
AVIATION EQUIPMENT and POWER 

Bus ELECTRICAL JOURNAL ENGINEERING 
PORTA 
TRANSPORTATION CONTRACTING guewmenawne aeaen 
BUSINESS ELECTRICAL NEWS-RECORD RETAILING 
MERCHANDISING FACTORY TEXTILE 

CHEMICAL MANAGEMENT WORLD 
an ELECTRICAL an TRANSIT 

METALLURGICAL WweSsT MAINTENANCE JOURNAL 

ELECTRICAL FOOD WHOLESALER'® 
COAL AGE WORLD INDUSTRIES RALESMAN 
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LOOSE PULLEYS 


Ball Bearing 


. . . MAKE MONEY ON 
INCREASED PLANT ACTIVITIES 


modernizing 
Distribu- 


e Plants are constantly 
because of increased activity. 
tors can cash in on this activity by 
offering money-saving Daggett Pulleys to 
the plant managers who realize that plant 
shutdowns are costly. 

Daggett engineers are at your service to 
give you the benefit of their long experi- 
ence and show you why it is profitable to 
sell these pulleys. Write! 


* 


CHICAGO PULLEY & 


SHAFTING CO. * 


21 N. Des Plaines St CHICACO, ILL 


















For Every Purpose 


A 
100 per cent 
Service 
for Jobbers 





® The Gardiner Line includes: 
Acid and Rosin-Core Solders. 


Solid Wire Solders as fine as 1/32” 
diameter. 


Bar, Triangular, 
Solders. 


Copper and Brass Fitting Solders. 
Stainless Steel Solders. 

Babbitts (All Grades). 

Monarch Ball Metal Babbitt. 
Lead and Tin Pipe. 


B Gardi — 


Meter and Drop 


are made 
by the most modern methods and in 
large volume, the lowest prices are 
assured. Because they set 





e highest 


standards of quality they build good 
will and repeat business. We invite 
your ae at all times. 





Gardiner 





4833 So. Campbell Ave., Chicago, Ill. 


SOLDERS 











see when the battery liquid needs re- 
plenishing with distilled water. 
Quirk Batte ry Co., Highland Park, 
Til—MitL Supriies, November 10, 
1939. 


Respirator 


Filters Cannot Choke or Collapse 


7 


A new twin filter has 40 sq. in. of 
filtration area and a filter construc- 
tion that requires no filter retaining 
plates. Designed for type A, Pneu- 
moconiosis or Silicosis producing 
dusts, its features include filters that 
cannot choke or collapse and makes 
possible a more free breathing con- 
dition. Two check valves and an ex- 
halation valve are provided so that 
moisture cannot collect, with no pos- 
sibility of re-breathing vitiated air. 
—H. S. Cover, South Bend, Ind.— 
Mint Suppries, November 10, 1939, 


Storage Control 


For Starting and Stopping 
Conveyors 


i CHUTE 
- STOP 
TELLEVEL 





START 
TELLEVEL 


“Tellevel” is a new control designed 
for starting and stopping conveyors 
feeding bulk materials to bins or 
hoppers—and for opening and clos- 
ing valves feeding liquids into tanks. 


This dust-tight, explosion proof eon- 
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PLANOGRAPHED 


CATALOGS 


Are Selling For These Distributors 





HOUSH 


wevtienme ermy 1OOm 


Distributors’ catalogs are 
salesmen. 


They are being consulted 
every day. 

Is your catalog up-to-date? 
Is it being used? 

A planographed catalog 
with HIGH SPEED prices in 
RED is modern and will 


sell more merchandise for 
you. 


For Details Write To: 
| anehentinientniniaastionmetiimennmmneneaiiimnineeee mae 


WEINBERG & Mchekk 


INCORPORATED 
HOW Van Biren St.,CHICAGO,TL. 




















is still available to quali- 


fied distributors in certain 


areas in the following 


states— 
Alabama 
Arkansas 
California 
Florida 
Indiana 
lowa 
Mississippi 
New Hampshire 


Central 
Pennsylvania 


Texas 
Vermont 


Our factory representative 
will call and explain the 


VEELOS 


you on request, 


proposition to 


MANHEIM MANUFACTURING & 
BELTING COMPANY 
Manheim, Pa. 





110 


| T11—MILn 


trol consists of a multiple electrode 
sealed mereury switch so mounted 
that tipping it in any direction will 
break the e'ectric current. 


An alu- | 


minum ball provides the housing for | 


wiring. 
Co., 


electric 
Mfg. 
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and 
phens- Adamson 


switeh 


1939. 


Pipe Vise 


Three-Legged Stand Gives Perfect 
Balance 


Legs on this new pipe vise prevent 
tipping and are hinged at the tray, 
fold together compactly and fasten 
with a chain for convenient han- 
dling and earrying. Tray is wide, 
providing space for dope pot, oil 
can and tools. There is a pipe rest 
and three different size 
pipe benders that won't collapse the 
pipe. It is available in 25 in. and 4 
in. chain patterns made of strong 
malleable metal. Jaws are of tool 
steel. Ridge Tool Co.., Elyria, Ohio. 

Mini Suppeiies, November 10, 1939. 


there are 


Sight Glasses 


For Visual Inspection of Fluid 
Flow 





Many applications for a 


and industries to provide 
continuous eheecks on operation of 
equipment and observe the fluid in 


process 
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Ste- | 
Aurora, | 
November 10, | 





visible | 
flow fitting are found in power plants | 








Can You Offer Your 


Customers This Amazing 


Drill Performance? 





Virginia Contractor* Drills 400 Holes 
(%” dia.) in Concrete in Two Days! 


(*Nome on Request) 


Here’s a real service for your customers: A 
new drill point that drills concrete, tile, 
brick, etc. 50%—75% faster and lasts up to 
50 times longer. Won’t shatter fragile work, 
operates quieter, eliminates slow, monoton- 
ous hand drilling. 


Carboloy drills are the most outstanding 


drill development in the past decade. Con- 


tain a special 
metal harder 
than the hardest 
steel. Make any 
rotary portable 
drill perform 
better and cut 
faster. Nation- 
ally advertised. 








CARBOLOY COMPANY, INC. 
11131 E. 6-Mile Ste 


Write for folder. 





Detreit, Mich. 


CARBOLOY 
MASONRY DRILLS 











Tecktonius “Single Bolt’’ Flat Band Fastener 


Tecktonius Fasteners are used where- 
ever round containers of wood or 
brick are in service. Industries using 
these fasteners for fifty years are 
tank, brewery, distillery, winery, pulp, 
food, silo, brick, tile, pottery, sewer 
Pipe, terra cotta, glass, 
municipalities, etc. 


tannery, 





Tecktonius “Double Bolt” Flat Band Fastener 


Let us serve you. REMEMBER — 
Tecktonius Fasteners are trade marked 
for your and your customers’ pro- 


tection! 


E. C. Tecktonius Mfg. Co. 


Racine, Wisconsin 
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.-, BOLTS, SCREWS 
and WASHERS in brass, 
bronze, copper, Everdur. 
Monel metal and stain- 
less steel . . . waiting 
for your order. Every 
shipment means “rush” 
at Harper's. Special fast- 
enings made to order. 
Send for new type of 
easy-to-use catalog 
which takes the mystery 
out of bolts. The H. M. 
Harper Company, 2622 
Fletcher Street. Chicago, 
your logical source of 
supply. 

















FLEXIBLE SHAFTS 
and MACHINES of 
HIGH QUALITY 
% io 3 H.P. 


specify “STRAND” 


GROUND FROM 
SOLID ROTARY 
CUTTERS 


ROTARY FILES 
HAND CUT 
HIGH SPEED STEEL x 


Send for Catalog 


N. A. STRAND & CO. 


Chicago 


5001 No. Wolcott Ave. 


The purchasers can 
expect and they will 
get the highest qucl- 
ity flexible shafts and 
machines when they 











flow under pressures up to 125 lb. 
per sq. in. A new sight glass comes 
in six sizes for 24, 3, 4, 5, 6 and 8 in. 
lines for any purpose where visual 
inspection of fluid flow is desired. 
Body is of east iron and window 
frame is of steel. Windows are of 
pyrex glass, +} in. in diameter for 
all sizes—Cochrane Corp., Philadel- 
phia—MILL Suppties, November 10, 
1939. 


Bearing 


New Seal Design Integral Part of 
Bearing 





Cutaway view of the “Meehani- 
Seal” bearing shows how seal effi- 
ciency is achieved without conven- 
tional felt seal or other contact ma- 
terial which would cause friction and 
heat. Two steel plate shields, widely 
separated to form a trap, 
the innermost members, both attached 
to the outer bearing ring. Another 
steel plate, bearing 
inner ring acts as a slinger when 
this inner ring is rotating. This de 
sign is available in a number of 
different - single seal, 
double seal, seal and shield combina 
tions on either radialor,.wide inner 
ring bearings.—Ilafnir- Bearing Co., 
New Britain, Conn.—MIt.L SupPuigs, 
November 10, 1939. 


serve as 


pressed on the 


variations 


Metal Protective Coating 
Keeps Metals Bright and Clean 


Here is a new 
steel, brass, 


liquid to protect 
alummum and other 
metals from rust and corrosion. It 
is also said to be a good bond or 
priming coat for paint and enamel. 
It can be applied by brushing, spray- 
ing or dipping. Known as “Meta- 
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SAGINAW, MICHIGAN 


TAPES 








Your Customers 


WANT THIS TOOL 


It's easy to understand why 
machinists want the new 
Lufkin Universal Indicator 
when you know that readings 
can be taken direct from the 
tool, adapting it for jig boring, 
milling machine, and work in 
small pl&ces. There's no need 
to use a mirror or get into 
awkward positions to read it. 
Simple construction enables 
one to set tool easily, gives 
it accuracy and longer life. 


Show this Indicator to your 
customers and see for your- 
self what a favorable recep- 


tion they give it. 


BUY THROUGH YOUR DISTRIBUTOR 


OF KIN 


RULES 


New York C 


ity 


PRECISION TOOLS 











NEW DEVELOPMENTS 
in the VISE FIELD... 





b THAT HELP YOU 
TO SELL MORE! 





COMBINATION VISES 


A recently perfected model now of- 
fered for the first time in the mill sup- 
ply field. It combines vise, anvil and 
pipe jaws ... mounted on a swivel 
base. Jaw widths 4 sizes from 342” to 
6”; holds pipe from %” to 6”. 





TOOL ROOM VISES 


Adapted for tool room work 
swivel base and swivel jaw. 


+. with 





SOFT METAL VISE JAWS 


Designed for machinists vises... . 

fit any make of vise, made in sizes 
from 3” to 6” in copper, brass or lead. 
Easily and quickly adjusted to any 
vise .. . and stays solidly in position. 


FIND OUT HOW YOU 
PROFIT WHEN THEY 


Buy 


Drop us a line today for 
literature describing the 
complete Hollands Line 
and No. 36 price list. 


HOLLANDS MFG. Co. 


ERIE, PENNSYLVANIA 
Serving Industry for over 4 century. 





Hollands 


Hollands 
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seal 494” it is packed in one and five 
gallon cans and 50 gallon drums.— 
Estox Products Co., 153 Brewery St., 
New Haven, Conn.—Mi.u Suppuies, 
November 10, 1939. 


Gravity Feed Oiler 


Modernized and Streamlined With 
Unbreakable Reservoirs 











This new visible gravity feed oiler 
is mounted at the top of the part to 
be lubricated and any pre-determined 
number of drops of oil per minute 
can be obtained by a simple adjust- 
ment of the ratchet control. There 
are no gaskets to leak and all metal 
parts are cadmium-plated for beauty 
and easy cleaning. Made in three 
capacities, 1, 2 and 4 ounce capaci- 
ties—Trico Fuse Mfg. Co., Milwau- 
kee, Wis——Mitit Suppiies, Novem- 
ber 10, 1939. 


Automatic Time Switch 
Streamlined and Small and Light 








Applications of this new automatic 
time-switech include store and show 
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window lighting, electric signs, bill- 
boards, street lighting, alarms, signal 
systems, ete. The new switch makes 
and breaks 35 amperes, Mazda, in- 
ductive or resistance loads. Dial 
makes it possible to turn cireuits 
on and off at dusk and dawn; to 
switch two cireuits simultaneously 
on and separately off and to switch 
two circuits on separately and off 
simultaneously. — General Electric 
Co., Schenectady, N. Y—Muu Sup- 
PLIES, November 10, 1939. 


Metal Spray Gun 
Designed to Spray All Metals 


Practical application of a new 
metal spray gun includes the re- 
building and reconditioning of crank 
shafts, piston and pump rods, print- 
ing press cylinders, shafting and 
many other types of circular machine 
elements. Its weight is but 44 lbs. 
It has heavy bronze gears, all shafts 
are ball bearing mounted and self 
lubricated and capacities vary from 
8 lbs. per hour in aluminum up to 
80 lbs. per hour in lead.—Master 
Metal Spray Co., Oakland, Cal.— 
Miu SuppLies, November 10, 1939. 


Portable Bench Grinder 


Smart Finish in Streamlined 
Housing 





An all-around handy, full guarded 
grinder which sets firmly on four 
rubber feet is finding application in 
workshop, kitchen, garage, or for 
sharpening tools, knives or other mis- 


cellaneous grinding. It comes com- 
plete with 110 volt a.c. motor; one 
fine and one coarse grinding wheel 
and a six-ft. cord. It is low priced. 
—Speedway Mfg. Co., Cicero, IU.— 
Miu Suppiies, November 10, 1939. 


Cutter and Tool Grinder 
Antifriction Table Runs on Balls 


This new machine is available 
either as a plain cutter grinder or 
as a universal machine. Included as 
equipment with both models is a uni- 
versal work head which takes milling 
eutters having the standard No. 50 
taper. Other attachments are avail- 
able for hob, form, face mill and 
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Give You Sales You Must Pass Up 
Without This Complete Line of 
Heat-Treated, Alloy Steel Screws 


Mines, textile plants, 
railroads—d ozens of 
new fields for heat- 
treated, alloy steel 
screws are open to you 
when you handle 
Mac-its! You can sell 
16 different kinds of 
standard items — hun- 
dreds of specials. More 
items mean more sales, 
bigger profits! 





DISTRIBUTORS ! 


Write for details to 


Strong, Carlisle & Hammond Co. 
1392 West Third St., Cleveland, 0. 
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GLOBE 
BB. ‘4 


WHITE COTTON BELTING 
KANRY-TEX BELTING 
ENDLESS WOVEN BELTS 


Other Belting and 
Webbing Spe ralties 
. - a 
ap Olare ht busines 
brit 
with 


GLOBE LINE 


GLOBE WOVEN 
BELTING CO., INC. 


1400 Clinton St., Buffalo, N.Y. 











long reamer grinding. An interest- 
ing feature is its antifriction table 
which runs on balls, Cartridge type 
ball bearing wheel spindle is driven 
by a 1 hp. motor earried on the 
lower end of a heavy column.—Nor- 
ton Co., Worcester, Mass.—MI.. 
Suppiies, November 10, 1939. 


V-Belt Fasteners 


For Use With B, C and D Section | 


Belts 


Alligator V-belt fasteners  an- 
nounced two years ago and used in 
the railway field have been brought 
out for B, C and D section V-belts. 
The use of the fastener, however, is 
limited to the eross-woven fabric 





Before being applied to belt 


core V-belts that are now being built 
by some V-belt manufacturers and 
should not be applied to cord belts. 
With these fasteners it is possible to 
install and maintain matched lengths 
of V-belts on multiple drives without 


>a 


Rocker pin ready for insertion through 
bushing and link 





the necessity of tearing down expen- 
sive installations. It is also possible 
to make up a variety of multiple V- 
belt drives right from stock coils of 
belting. Fastener consists of two 
die formed steel end plates, two 
bushings, two two-piece rocker pins 
and special nails—Flezible Steel 
Lacing Co., Chicago—MILL Sup- 
PLIES, November 10, 1939. 


Arc Welder 
Handles Light Gauge Metals 


A low-current electronic are-weld- 
er for precision work can be used to 
weld with currents as low as 5 amp., 
using newly developed 1/32 and 3/64 
in. electrodes. Called the “Weld-o- 
tron” unit, it is said to satisfactorily 
weld steels, stainless steels, and other 
metals lighter than 18 gauge. Sheets 
as thin as 0.010 can be handled with- 
out difficulty it is claimed. Heart of 
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When Do Your 


Customers Need 


PEERLESS 
HOISTS 


? 


When work flow depends 
on easy—safe—econom- 
ical and speedy move- 
ment of material. 

All-Steel Peerless Hoists have 
established an enviable repu- 


tation for low operative and 
maintenance costs. 


Full description of all Harring- 
ton Products are found in Cata- 
log —_". 


THE HARRINGTON COMPANY 


17th & Callowhill Sts. 
Philadelphia Pa. 


k 

















CALLING ALL MILL 
SUPPLY SALESMEN !!! 


eed 





Look for all the sidetracks in your ter- 
ritory—Then call on the owners and 
sell them THE FAMOUS ATLAS CAR 
MOVERS and ATLAS PERFECT CAR 
MOVER SPURS. 


Manufactured only by 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


2947 No. 30th St. Milwaukee, Wis. 
formerly at Appleton, Wis. 

















WY ser oe 


have the patented blue aligning card 
that locks hooks in position—prevents 
hook loss from handling—prevents waste 
of short card ends. 

Only ARMSTRONG-BRAY has a com- 
plete line with both WIREGRIP Belt 
Hooks and STEELGRIP Flexible Lacin 
(for heavy drives and conveyor belts} 
as well as couplings and hooks for round 
belting, and lacing machines (both vise 
and bench types). 

Here is a line that misses no sales, that 
includes the correct lacing for every job. 
Here is quality that assures complete 
satisfaction and repeat business. It's the 
logical line to carry. 


ARMSTRONG-BRAY & CO. 
"The Belt Lacing People” 
a “ye 310 Loomis Ave. 
Chicago, U. S. A. 
eG 
CA) Write for new 


catalog sheets 


a 
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the new portable unit is a multiple 
tube polyphase mercury vapor recti- 
fier unit.—Allis-Chalmers Mfg. Co., 
Milwaukee, Wis.—MItu Svuppuies, 
November 10, 1939. 


Die Handling Truck 


Has Die Separating and Turning 
Device 


This truck is furnished with a two- 
speed hydraulie pump for elevating 
dies and table. It has a die separat- 
ing and turning device and a special 
adjustable clamp for holding vari- 
ous size dies. A winch for pulling 
dies on and off the table is mounted 
on the underside of table and elevates 


with it. Truck ean be furnished in 
various specifications.—Lyon Tron 
Works, Greene, N. Y.—Mttu Sup- 


PLIES, November 10, 1939. 


Portable Electric Sander 
Duplicates Hand Sanding Motion 





This 
tained, 
and can be plugged into any socket. 


sel f-eon- 
motor 


sander has a 
driven eleetrie 


new 


year 


The 


In a 


flexible sanding pad 
movement 


operates 
which closely simu- 
lates the hand sanding motion of the 
skilled craftsman, Operating at 4, 
000 r.p.m., it uses just 4 of a stand- 
ard 9 by 1l-in. abrasive paper. It 
can also be used for rubbing and 
polishing. Weighs 34 lbs.—Sterling 
Products Co., Detroit. Mitt Sup- 
PLIES, November 10, 1939. 


Shaper 


Extremely Wide Range of 
Application 
Some of the features of this new 
shaper which will shape, form or 
mould any type of work from the 
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smallest moulding to heavy produe- 
tion work are its large spindle, lu- 
brieated for life, measuring 34 in. 
long, 3 in. in diameter, with full 3 
in. travel and instantly replaceable 
with 4 or 5/16-in. spindles. Table 
measures 27 by 36 in. and ean be 
bolted back to back with another table 
to make a two-spindle machine for 
production work. It has a fully ad- 
justable fence.—Delta Mfq. Co., Mil- 
waukee, Wis.—MILL Suppuies, No- 
vember 10, 1939. 


Diamond Wheel Dresser 


For Finishing Dies, Gauges, 
Templets 





A fixture, the No. 155, diamond 
wheel dresser is now available for use 
with the Stanley contour grinder. 
This fixture provides an inexpensive 
means of truing and dressing grind- 
ing whee's or points. <A ring on the 
bottom of the dresser fits in eounter- 
bored hole on table top of the 
grinder. A large knurled adjusting 
serew is provided for setting dresser. 
Holder in which diamond is mounted 
is adjustable. A small knurled serew 
is provided for aecurate setting of 
diamond and to regulate depth of 
cut. It is designed for use by tool 
and die makers for finishing dies, 
templets and special shapes. — Its 
motor is held in a holder which ean 
be adjusted from 90 to 45 deg.— 
Stanley Electric Tool Div., New Brit- 
ain, Conn.—MILL Suppiies, Novem- 
ber 10, 1939. 


Valve 
Unit Has No Bonnet Joint 


This new valve has been developed 
to end leakage through the gasket 
joint between the valve body and 
bonnet at elevated pressures and tem- 
perature. It is said to do this be- 
cause there is no joint. Valves are 
made for pressures up to 2,500 Ibs. 
at 2,500 deg. F. They are made in 
one basie size and then tapped, or 
bored for welding, for 4, } and 1-in. 
pipe. Valve seat is welded to the 











PTT So oR eT BR mere” 





' 
b 
f 





mi 


_— 
a 


ae 


o VRTH RPE 





iia. od — 


~ ERIE) - gr 


ie i lene 





ECONOMY is the 
Line of Profits 
FOR YOU 


Economy Products have well 
earned their reputation for 
dependability——they are made 
right—properly heat treated 
have tremendous strength 
Send us your inquiries 
large stocks carried for your 
convenience in bulk and in 
neat packages. Serews avail 
able in other materials such 
as brass, bronze, stainless 
steel, etc el 
Economy Products’ include Headless 
Hollow Set Screws, Socket Set Screw 
Head Set Serews, and Headleas Set Screwa. 
ilso special orders on acrew machine products, 


ECONOMY 


MACHINE PRODUCTS CO. 
5200 LAWRENCE AVE. CHICAGO, ILL. 

















| body and is an integral part of it, | 


thus eliminating leakage through the 
usual threads between valve seat ring 
and body.—Hancox k Valve Division, 
Manning, Marwell & Moore, Ine., 
Bridgeport, Conn.—Mita. Suppiigs, 
November 10, 1939. 


Welding and Cutting 
Apparatus 


Definite Resistance to Flashback 


A number of improvements are 
featured in the new line of “Prest 
| O-Weld” welding and eutting appa- 
ratus, recently introduced. This new 
equipment consists of a welding 
b'owpipe, eutting hlowpipe, and eut- 
ting attachment. 

Among principal features of the 
W-108 welding blowpipe are the in 
dividual mixers in every head mak- 
ing correct 


flame adjustment easy, 
flashback. 
Both the oxygen and acetylene for 
this “balaneed-pressure” 
may be set at 


and giving resistance to 


blowpipe 
approximately the 


the number of the head. The new 
C-108 cutting blowpipe and the CW- 
108 cutting attachment are also con- 
structed on improved design prinei- 
ples, 
sure permits a large flame for cut 
ting very dirty or heavily scaled ma- 
terial—Linde Air Products Co., New 
York City.—MILL Suppuirs, Novem- 
ber 10, 1939, 





... And Still 
More New Products 


Perhaps you didn’t get a chance 
to check over the new products pic- 
tured and described in the October 25 
newspaper issue of MILL Suppties. 
So, if you're still hungry for late 
news of the newest developments in 
the field, dig up the last issue you 
received a fortnight ago, turn to page 
| nine and catch up on this all impor 

tant reading. 





Below is 
list of the products featured in this 
last issue. 
Unit Heater..D. J. Murray Mfg. Co. 
Redesigned Drills 

Black & Decker Mfg. Co. 
Motor Base 


Ideal Commutator Dresser Co. 


Self-Locking Nut 
Lamson & Sessions Co, 
| Steel Weld Truck 
All-Steel Welded Truck Corp. 
WEIGEL 6 vc:s,000: Harnischfeger Corp. 
Weld Coating. .General Electric Co. 
Window Ventilator 


Berger Mfg. Division 
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same pressure in Ib. per sq. in. as 


A lower preheat oxygen pres- | 


a complete 


OO re ree Dumore Co. | 
| Freeze Tester... Imperial Brass Co. 
| Bushing......... Manhattan Rubber | 
} 





SEVERANCE 
GROUND 


Ground from the 


Solid after Hardening 
2 


In 1931 Mr. Severance 
ground the first ORIGINAL 
Rotary Files from the 
solid. Since then many 
improvements have been 
made both in material, 
hardening, and grinding— 
making them a favored 
tool used in electric and 
air drills, flexible shafts, 
drill presses, high speed 
milling machine  attach- 
ments, and special made 
machines. 














Through later developments, our Disc 
Cutters, Chatterless Countersinks, and 
Tube Burring Cutters, by popular de- 
mand, have been standardized. 


Thousands of special designed cutters 
have been made for individual jobs. 
Send for catalogue No. 12 and waich 
for further announcements. 








SEVERANCE TOOL MANUFACTURING CO. 


1500 E. Genesee Ave. Saginaw, Mich. 











TEST IT YOURSELF 
The LAUGHLIN 
"Ooty 


010 0:0 1 @) oO) 0g 


Have you tested the new “Safety” Wire Rope 
Clip? 
If not—May we 
purpose? 
“Safety’’ Clips offer you: 

1—Greater holding power without weaken 


supply samples for that 


ing or distorting the rope... fewer 
Clips are needed . .. no rope waste. 
2-—Identical saidles prevent improper clip 
ping. 
3—Nuts on opposite sides... faster clip 
ping with any type wrench. 
4—No protruding bolts to become battered. 
5—95% rope efficiency. 
“Safetys’ are economical, 
practical. 
Made by a seventy year old company who 
specialize in wire rope and chain FITTINGS 
. . . Hooks, Shackles, Swivels, Turnbuckles, 
aa Sockets, “Missing Links’ and Eye 
olts. 


Send for complete catalog of LAUGHLIN 
Wire Rope and Chain Fittings 


LAUGHLIN Protects the Distributor 


fool-proof and 


THE THOMAS LAUGHLIN COMPANY 


PORTLAND MAINE 





15 



















50,000 USERS 
CAN'T BE 
i} WRONG .. 


7 









YOU 
TAKE NO 
CHANCES 
WHEN 


PUNCHES 

Whitney Hand Lever Punches are the best 
known and most universally used on the 
market today. They are the first to make 
possible both punching and notching in one 
tool. The list of users grows constantly and 
they are as one man in asserting their con- 
fidence in our claims that there's a Whitney 
Punch to do any job neater—quicker—better. 
Our booklet will give you pertinent facts— 
send for it today! 



































——_ _—_—_ - 





PORTABLE HAND ££) 


bey 


ROCKFORD ILLINOIS 
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eTERMETAL PUNGHES| 
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EASTON 


Solid Woven Cotton belt 


. « « the only belt which is 
CORRECTLY INNERBOUND 


an “Easton” five-ply belt is actually a 
five-ply weave with five filler threads 


an “Easton” six-ply belt is actually a 
six-ply weave with six filler threads 


Investigate “EASTON” 
before you buy! 


VICTOR 


53 Pork Pla 








BALATA & TEXTILE 
BELTING COMPANY 











New York 








345 





W Hubberd St Ch 


FACTORY: 








Easton, Pennsylvania 
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PUMPS—Bulletin 260-B11D cov- 
ers design features in details of 


pumps for industrial use, its appli- 
cations and the various types of 
construction. Installation photos 
are reproduced showing a variety of 
applications. Roots-Connersville 
Blower Corp., Connersville, Ind, 


BATTERIES—Two eight page 


| eatalog sections, one on “Bus and 


Diesel Batteries’ and the other on 
“Truck Batteries” have been pub- 
lished. Complete deseription and de- 


tails are ineluded in both catalogs. | 
—B. F. Goodrich Co., Akron, Ohio. 


ROTARY AIR GRINDER—A col- | 
orful and instructive ecireular gives 
pertinent information on a new ro- 


tary air grinder ealled the “Ban- 
tam.” It gives uses of the new tool 


and the grinding wheels and acces- 
sories that are available.—Independ- 
ent Pneumatic Tool Co., Chicago. 


TAPPING MACHINES—A new 
illustrated catalog covers this firm’s 
type “C” high speed tapping ma- 
chines with built-in air control. The 
eatalog has fourteen pages and is 
done in two ecolors.—R. G. Haskins 
Co., 615 South California Ave., Chi- | 
cago. 





PORTABLE POWER TOOLS— 
Flexible shaft machines, conerete vi- 
brators, concrete surfacers, portable 
electric saws and portable electric 
drills are shown in a new eatalog. 
Outstanding feature of the catalog is 


ing the various tools in use. In addi- 
tion all necessary information for 


the salesman and buyer is given.— 
Vall Tool ('o.. 


Chicago, 


TRUCKS AND SKID PLAT- 
FORMS — Attractively illustrated 
with many photographs of the vari- 
models of electric industrial 
trucks, hand lift trueks and _ skid 


ous 


platforms, a new catalog shows every | 
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ORDER from OTTEMILLER 
and you'll REORDER 





High quality 
is apparent nith the 
initial use. .... 


OTTEMILLER screw machine parts quickly 
feve their superiority when used in assem- 
ling machinery. You can readily demon- 
Strate to your customers the accuracy and 
uniformity of OTTEMILLER products by 
the easy way they screw into a tapped hole 
and their entire freedom from wobble or 
binding. 

That's the kind of quality that sells itself— 
makes new customers and holds them for 
profitable repeat order business. 
OTTEMILLER distributors have found by 
experience that they can command their share 
and more of the business in their territories 
for cap screws, set screws, coupling bolts, 
and milled studs. It will pay you to investi- 
gate our 100% Distributor Service. 


Wm. H. 
OTTEMILLER CO. 


YORK, PA. 



























@ ACTUAL plant experience has 
proved that TIGHT BELTS are one 
of the sizeable loss-leaks in pro- 
duction cost. By using CLING- 
SURFACE, belts are run Stack, with 
consequent savings in lubrication, 
less belt, bearing and shaft wear, 
and fewer breakdowns. Litera- 
ture and trial tube on request. 


Cling-Surface Co. 


1017 Niagara Street 
Buffalo, N. Y. 
3 





FOR ALL a YEAR 
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MECHANIC'S 
GRADE BURNER 
TORCHES 





_ 


- Has jet block—renewable when damaged. 

. Cleaner pin—cannot enlarge the gas orifice- 
renewable. 

3. Shut off over 59” from gas orifice; making 
enlargement of orifice impossible. 

4. Multi-flame control—blue flame from wide 
open to small size. 

5. Vein construction—vein liners and cable, or 

rods, give smooth flame and long burning 

life before carbonizing. 


Nn 


Torches having this type of burner are— 
QUART SIZE—No. 325 Heavy Duty: No. 
32A General Purpose: No. 144A Economy 
Model: No. 308 Extra Sub-Burner Torch. 


PINT SIZE—No. 238 General Purpose; No. 99 
Midget-Flame; No. 252 Fiat tank. 


TWO QUART SIZE—No. 225 Heavy Duty. 


CLAYTON & LAMBERT MFG. CO. 


DETROIT, MICHIGAN 


Protection for Workers 
In Type ‘‘A’’ Dusts 





Approval 
No. 
U. 


Healthguard Respirator 


(No. 92) 


respirator you should sell to your 
customers who are classified as Type ‘A’ dust 
makers—such as on jobs where, silica, quartz, 
asbestos, iron ores, cement, cellulose, etc. are 
handied—lead dusts, such as encountered in plants 
making storage batteries and pottery. 


This is the 


With this efficient and approved mask, your cus- 
tomer's men get protection with comfort. Your 
customer gets better work, less time loss, and 
they often save on compensation costs. You profit! 


NEW SALES OUTLET 


Health regulations are sfiff, and you can cash in on 
required safety equipment. Get the Cesco Catalog 
and Distribution proposition. Write today. 


CHICAGO EYE SHIELD COMPANY 


2329 Warren Bivd. Chicago, Ill. 





detail of the lines and products in- 
cluded in its 60 pages. An attrae- 
tive cover invitingly leads you into 
its many informative pages.— Yale 
& Towne Mfg. Ce., Philadelphia. 


HOSE—An attractive 
folder shows the various hose prod- 
ucts of this, firm and tells of their 
features for various types of service. 
Other produets of the company are 


two-color 


listed on the back cover.—Re public 
Rubber Division of Lee Rubber & 
Tire Corp., Youngstown, Ohio. 


BEARING SIZE FINDER 


gineers, 


Kin- 
designers and draftsmen will 
welcome a new size finder for over 
800 stock sizes of bearings. This 
slide rule should prove a great time 
saver for it gives inside and outside 
diameter, length and part number 
instantly. Offered free to those re 
questing it letter- 
head.—J ohnson New 
Castle, Pa. 


on their business 
Bronze Co., 


PORTABLE ELECTRIC TOOLS 

Recently issued twelve page 
booklet entitled, “The Proper Care 
and Maintenance of Portable Elee- 
trie Tools”. Helpful hints on eare 
and methods, methods of grounding 
to protect operator, currents, proper 
sizes of extension cable and pointers 
on what to look for when a tool fails 
to operate.—Black & Decker Mfg. 
Co., Towson, Mad. 


is a 


TOOLS FOR THE GLASS- 
WORKER AND PAINTER—A new 
65-page catalog describes tools in the 
proper group form for the glasswork- 
er, painter, homecrafter, tile setter 
and certain hardware — specialties. 
Shown in the eatalog is a new elee- 
trie fencer and a floor sanding ma- 
chine. Catalog is done in three eol- 
ors and all lines are well illustrated, 

Landon P. Smith Ine., Irvington, 


Biaids 


GEARS — Information covering 
the more popular types, sizes and 
materials in gears is contained in this 
new catalog. In the 65 pages of data, 
every detail connected with the vari- 
ous gears is given. Deseriptions, il- 
lustrations, specifications, and many 
tables make the book a valuable piece 
of literature.—I/linois Gear & Ma- 
chine Co., Chicago. 

V-BELT PULLEYS AND FLEX- 
IBLE COUPLINGS—Specifications, 
dimensions, and list prices on V-belt 
pulleys, crown face pulleys, 
flexible couplings fill this 
catalog. All necessary 
for ordering is in the 
gress Tool & Die Co., 


and 
six-page 
information 
book. 

Detroit, 


Con 


Mich. 


VALVES—Just published by this 


manufacturer catalog 78 illustrates, 
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JAEGER “BANTAM” 


(World's Champion 
Light-Weight Pump) 


In a class by itself for porta- 


bility and performance —a 
pump your customers need and 


will buy — 
Aluminum Alloy 


$500 or Semi-Steel 


F.0.B. Factory Complete 
with Engine 

Fastest automatic priming 
small pump on the market — 
tremendous capacity for its 
size — ruggedly built with %-! 
H.P. ball bearing engine or 
electric motor that operates 
from light socket. Distributors 
are making big sales — winning 
new customers. Open territory. 
Write for details. 


The Jaeger Machine Co. 
501 Dublin Ave., Columbus, Ohlo 





LINE 


SPUR S. 


Furnished for all 
types and makes 
of Car Movers. 
Made of fine 
tool steel cor- 
rectly heat 
treated. 


Car Movers for Every Need 


ie QQ, 


POWER KING... 
for heavy duty in mines and cement mills 
NEW BADGER NO.5.. 
for usual and ordinary car moving jobs 
BADGER NO 9. 
for cars with low brake beams—efficient for 
usual car spotting 
ADVANCE SAFETY CAR WRENCH. . 
for dumping hopper bottom cars 











The Advance Car Mover Co., Inc. 


Appleton 
CANADIAN ADVANCE CAR MOVER CO. 
WELLAND, ONTARIO, CANADA 








Oe eae 


Wisconsin 
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SELL 
THE 
SAWS 
THAT 
GIVE 
YA! 






























































INCREASING 
ORDERS 


- + » are coming in regu- 
larly to Ohlen-Bishop from 
Distributors—proving that 
the greater margin of profit 
we give you on quality saws 
is gaining rapid recognition. 






















. . » They will come in to 
you, too, as more of your 
customers discover how 
much these saws cut down 
their operating costs. 


OHLEN-BISHOP CO. 


COLUMBUS, OHIO 


We Sell Through Wholesale 
Distributors ONLY 





























TYPE 
CHUCKS 


and 
COLLETS 


Made from 





and reaming. 


4 

+ 

i We also manufacture 

ey 

2) drill sleeves and 
/ sockets, lathe centers, 


and drill 
drifts. Let us handle all 


regular and special re- 


chuck arbors, 





quirements of your cus- 
tomers. We'll give quick 
service and you'll profit 
by it. 














THE COLLIS COMPANY 
CLINTON, IOWA 




































| 


| operating conditions. 





describes and lists the complete line 
of bronze, iron and steel valves; 
boiler mountings, lubricating devices; 
oil and grease cups, whistles, cocks, 
fittings, ete—Lunkenheimer Co., Cin- 
cinnati, Ohio. 


V-BELT FASTENERS—Bulletin 
No. V-200 covers a new line of Alli- 
gator V-belt fasteners for “B”, 
“C” and “D” section V-belts. The 
fasteners are used only on eross- 
woven fabric V-belts and should not 
be used to shorten or 





repair | 


stretched out or broken endless cord | 


V-belts. 
the 


The bulletin shows how 


—Flexible Steel Lacing Co., Chicago. 


V-BELT DRIVES—Texrope Top- 
an industrial house organ, now 
appears in new dress. It becomes 
more modern, up-to-date, and newsy 
—with large illustrations. 
to the size of current picture maga- 
zines, it presents its message to the 
busy business reader in terse, time- 
saving fashion. The larger pages 
are full of readable news stories with 
interesting pictures.—A/lis-Chalmers 
Mfq. Co., Milwaukee, Wis. 


ics, 


STEAM TRAPS—<Announcement 


has been made of publication of a 


new catalog and educational hand- 
book on condensate drainage. Out 


of a total of 36 pages, 18 are devoted 
to handbook material on rates of 
condensation, heat transfer, pipe 
sizes, piping layouts, maintenance, 
ete. Equipment covered by specific 
recommendations includes unit heat- 
ers, jacketed kettles, syphon drained 
cylinders, water heaters, pipe coils, 
steam mains and steam purifiers.— 
Armstrong Machine Work, Three 
Rivers, Mich. 


MOTORS AND DRIVES—A new 
28 page booklet, B-6029, contains a 
vast amount of buyers’ data on “Lo- 
Maintenance” motors and “Texrope” 
drives. The booklet is designed to 
present a wide range of facts that, 
in every industry, will help specifiers 


Enlarged | 


fasteners are applied and illus- | 
trates various types of applications. | 





and buyers in estimating costs, types, | 


drive 
used 


sizes of 
to be 


and 
motors 


equipment and 
under various 
- Allis-Chal- 


mers Mfg. Co., Milwaukee, Wis. 
HAND TRUCKS, MOTOR 
BASES, PULLEYS—Four new cata- 
logs recently issued cover hand 
trucks and industrial truck ee 
(eatalog No. T39); a tension control 
motor base (MB39A);_ steel | 


pulleys (P-39), and Sprucolite motor 
pulleys. Complete descriptions and | 
specifications with illustrations are 
earried on all prota Amerinn | 
Pulley Co., Philadelphia. 
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A TREMENDOUS MARKET 





for THESE WHEELS 


With the upsurge of industrial ac- 
tivity, materials handling comes in for 
increased attention. That means WHEELS 
—modern, dependable, cost reducing 
and safety promoting rubber tired 
wheels. 

America's finest and most complete 
line of small wheels for industry, pneu- 
matic and solid rubber tired, 4!/2" to 
20", offers you a broad and active sales 
opportunity. 


INVESTIGATE TODAY 


A twenty-four page catalog with 
complete description of wheels and 
forks will be sent to you promptly on 
request. Offer this line of wheels to 
meet the 1001 needs of industry—a 
source of substantial sales and welcome 
profits. 


Your Inquiry Will Command 
Our Prompt Reply 


FRENCH & HECHT 


60 East River Davenport, lowa 
WHEEL BUILDERS SINCE (888 











TRIPLEX Cap Screws 


Precision-made for Profits 



































It's profitable to sell products that bring 
customers extra savings in results. Tough 
precision-made Triplex Cap Screws save 
time, speed work by smooth quick assem- 
bly. Accurate forming from strictly speci- 
fied steel, clean-cut threads, modern 
heat-treating. Complete line—full finished, 
and heat-treated or bright 1035’s. Large 
stock for quick shipment. Write today 
for samples, prices. 





THE TRIPLEX SCREW COMPANY 


5307 Grant Avenue Cleveland, Ohio 


IPLEX 


IND SET SCREWS, BOLTS AND NUTS 
cites Sold—Used in Every Industry 
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New 
PROFIT-POWER 


for 
Industrial Salesmen! 


BLACKHAWK \ 


PORTO-POWER 
relate, 
HYDRAULIC 


JACKS 





Learn About These 
Three Time-Saving Lines 


= 2 












_Blackhawk 
Porto-Power 


Cuts production and maintenance 
costs by doing push, pull, lift, bend, 
f° clamp jobs faster and better. 
0, 20 and 50-ton capacities — all- 

directional hydraulic power under 
remote control. 


2 Gauge-Equipped 
"Hydraulic Jacks 


Full range—7 to 75 tons—most prac- 
tical, economical testing equipment 
available for scores of jobs — also 
serve double duty as regular jacks 
in addition to tesiing. 





3 Complete Line of 
® Hydraulic Jacks 1-75 tons 


No other type of jack can equal Black- 
hawk Hydraulics for multiplying man- 
power. A jack to meet every indus- 
trial need. 


Al Product of 


BLACKHAWK MFG. CO. 


DEPT. J-17119 


MILWAUKEE, WIS. 


SOLD THROUGH ESTABLISHED 
INDUSTRIAL SUPPLY HOUSES 


These profit-making Blackhawk 
products open the door to new 
sales and income-boosting oppor- 
tunities for go-getting mill supply 
distributors. Fast selling products 
with sales prospects in every plant. 














backfires 


The Manager’s Page. . . a meeting ground for discussion of problems 


common to distributors and manufacturers . . 


the fog of misunderstanding which may exist between the two 


. seeking to dispel 








™Stand by! We’re going to open up the 
family closet. Among the problems therein 
is one so old that we thought it dead. Not so. 
In fact, if several conversations we have had 
with manufacturers and distributors lately 
are a sample, it is a 1939 bugaboo of the first 
water. It is the old question, “When a 
manufacturer is unable to get one of the full- 
line distributors in any territory to handle 
his line, should he: (1) Stay out of the mar- 
ket, (2) Sell direct at the resale price, or 
(3) Take on some smaller or marginal distri- 
bution outlet?” 

We'd look pretty silly if we claimed to 
have an air-tight solution to this old prob- 
lem but it has many phases which we think 
can be partially solved by frank discussion 
and straight thinking. 

Let’s attempt to throw the light of simple 
horse-sense on the manufacturers’ options 
listed above. 

Many distributors have said that manu- 
facturers, unable to sign up a full-line, recog- 
nized distributor, should stay out of the ter- 
ritory in question. Reason tells us that this 
is asking for the impossible. No manu- 
facturer can deliberately eliminate himself 
from any industrial market and keep faith 
with his stockholders. Nor, we believe, has 
any distributor the right to ask that he do so. 

If we eliminate the first option, we must 
assume that the manufacturer is free to do 


one of two things—sell direct at the resale 
price or make an arrangement with some 
small or marginal distributor. 

Manufacturers sell through distributors 
not because they love them so much but 
because it is the most economical method of 
placing their products in the hands of indus- 
trial buyers. Using this logic, it seems very 
unlikely that any manufacturer is going to 
be pleased with his earnings statement in 
territories where he is forced to sell direct. 

Consequently, he turns to the third alterna- 
tive—signing up a distributor who may be 
small or whose main activity may be in some 
other field. 

Any distributor who will try to put him- 
self in the place of the manufacturer facing 
this dilemma will be forced to admit that he, 
too, would probably adopt the latter course. 
The depression years eliminated many fine 
old houses from the mill supply field. Manu- 
facturers found themselves without outlets. 
They have gone somewhat afield in their 
search for distributors and many of these 
newcomers have done fine selling jobs. 

Wouldn't it be wise for all distributors to 
recognize the manufacturers’ problem and 
to look facts in the face? Having done so, 
there would be much that could be accom- 
plished in straightening out local competi- 
tive situations. 


JIM CHANNON 
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